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America's leading vinyl asbestos floor tile b 


For free samples, write Azrock Floor Products, 557 B Frost Bldg., San Antonio, Texas 78206 
Nationally advertised in the special editions of 
Better Homes & Gardens, House Beautiful, House & Garden and others. 
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Another 


fine floor 
from Azrock 


Embossed Vinyl Asbestos Floor Tile 


Patterned in the popular Mediter- 
ranean style, Vera Cruz by Azrock 
creates a charming floor design that 
looks like hand-set Spanish tiles. Con- 
tinuous repeat of the tile pattern 
achieves a sweeping wall-to-wall 
look. 

The classic design coordinates with 
many decorating schemes, from 
Spanish to colonial Mexican to up- 
beat modern. Perfect for your new 
homes and apartments. Use it for 
remodeling work, too. 

Available in 1/16" gauge, 12" x 12" 
size in four striking colors. See your 
Azrock flooring contractor today. 
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from participating NuTone Distributors 


Save 10% 
Nulone' s 


New 
Food Center, 
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Model 260 includes new D 
Power Unit, new Mixer, 
improved Blender and new 
Knife Sharpener. 

See your participating 
NuTone Distributor now., 
Offer expires April 28, 1972. 


*10% off manufacturer's suggested dealer price. ۶ - 
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New, improved Nulone 


Food Conte 


j Blender -Knife Sharpener: -Shredder-slicer 
me e Crusher Fruit Juicer ° =o 
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How 63% 
square inches 
of counter top 


New Mixer 


Shredder-Slicer Meat Grinder 


Every home needs an assortment of counter-top ap- 
pliances. And there's real profit to be made on them. 
Now, you can make that extra profit instead of the 
appliance dealer. 

Here's how: install the new NuTone Food Center 
in the kitchen counter top. Its handsome, flush- 
mounted surface plate is only 534" x 11". Now, you've 
got something really dramatic to talk about. 

One concealed power unit operates seven full 
size, cordless appliances. No more cluttered count- 
ers, with cords all over the place. No more lifting of 
heavy motors. Each Food Center appliance is light- 
weight, easy to handle, easy to store. 

New 6-speed dial has solid state switching. Mixer 
and Knife Sharpener are all new. Blender is improved. 
And there's a Fruit Juicer, Shredder-slicer, Meat 
Grinder and Ice Crusher. It's tomorrow's convenience, 
here today. 


Nulone Housing Products 


can mean 
extra profits 
for you. 


Ice Crusher New 6-Speed Dial 


Here's our offer: You can get Food Center Model 
260 from a participating distributor for a full 1096 off 
your regular price — if you buy before April 28, 1972. 
So, put those little 63% square inches to work now 
making those extra profits. See your nearest NuTone 
distributor. For his name, DIAL FREE! 800-543-2030 
(In Ohio, call 800-582-8687). = 


Madison and Red Bank Roads 
Cincinnati, Ohio 45227 
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NEWS/CONVENTION 


Houston '72: Builders at 


The record crowd of 54,805 that 
packed Houston's Astrohall for 
NAHB’s 72 convention had 
ample cause for the unabashed 
optimism that was everywhere 
in evidence. 

It wasn't because of the 80- 
degree weather and the clear 
blue skies, or the Mardi gras 
atmosphere in the lushly carpet- 
ed exhibit sectors—where grass 
skirts and blonde snake charm- 
ers were not uncommon—al- 
through all these aspects con- 
tributed to the euphoria of the 
visitors who streamed in from 
all 50 states and 18 foreign 
lands. 

It was because there were 
2,048,000 private housing starts 
in 1971, and they broke a record 
that had stood since 1950, when 
there were 1,952,000. Few peo- 
ple at the convention had to be 
told more than once that 1972. 
promises to be an even bigger 
year—a year that could, accord- 
ing to Housing Secretary George 
W. Romney, crack 2.3-million 
starts. 

Caution lights. There was 
only a slight blanching showing 
beneath all that rosy glow—the 
barest hint that some of the 
major problems of the housing 
industry in 1971 would be 
around to haunt builders in 
1972: construction safety, land 
use and zoning, pay and avail- 
ability of labor and financing 
to name a few. 

The out-going NAHB presi- 
dent, John A. Stastny of Ber- 
угуп, Ш., set the tone for the 
convention theme on the open- 
ing Sunday. To a question about 
1971 housing starts, he prom- 
ised: "You haven't seen any- 
thing yet." He told reporters 


gns of more to come 


773 


Vice President Agnew tells builders packing the Astrohall: “I’m here to express the President's appreciation for the tremendous 
job you've done." With him, from left, are the NAHB’s Nathaniel Rogg, Stanley Waranch and John Stastny, and Secretary Romney. 


and editors that the industry 
could build 3 million units in a 
year "if we had to," despite such 
obstacles as spiraling lumber 
costs [ап estimated $500 in- 
crease per house in the last 
year), and the government's ap- 
plication to homebuilding 
safety rules that were intended 
for use in heavy construction— 
"а situation NAHB is working to 
correct." 

The Agnew visit. The theme 
was developed at Ellington Air 
Force Base later that afternoon, 
when President Nixon's stand- 
in for the convention jetted in 
to give homebuilders his chief's 
personal thanks for their "great 
cooperation in helping govern- 
mental agencies loosen up the 
money flow so people can buy 
new homes." 

Vice President Spiro T. Agnew 
reiterated those thanks to con- 
vention crowds wedged between 


exhibits at the Astrohall’s west 
entrance the following day. He 
emphatically predicted that 
1972 "will be a record year for 
the homebuilding industry." 

He cautioned homebuilders 
about creating the future's 
slums, but at the same time he 
restated an objective Congress 
set in the Housing Act of 
1949: "A decent home and a 
suitable living environment for 
every American family." The 
objective, he said, is the goal of 
President Nixon's Administra- 
tion. 

The Nixon Record. The na- 
tion has recovered from the 
1966-68 housing slump, the 
Vice President said, and this was 
particularly apparent in the 
success in providing homes 
for low and moderate-income 
families: 1.48-million such 
units built in the three years. 

"That's nearly three times 


PHOTOS: VICTOR M. HEL 
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Convention's featured speakers were Secretary George Romney and Senator John Sparkman (D., А1а.). Builders cheered wildly for 
Romney when he deplored housing subsidy scandals and laid inner-city problems to the flight of the middle class to the suburbs. 
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the number of subsidized units 
produced during the four years 
of the previous administration," 
Mr. Agnew added. 

The number of new homes 
built each year has surpassed 
even industry predictions every 
year since President Nixon's 
election, the Vice President 
said. 

"So let it be noted by all the 
news media present, for relay to 
the doomsayers out on the 
campaign trail: America's hous- 
ing industry is healthy and 
strong and optimistic." 

Two anti-war groups had an- 
nounced plans for a major pro- 
test but it failed to materialize. 
A mere handful of demonstra- 
tors appeared at the Astrohall's 
north entrance, one with a sign 
that read: "Wage Peace, Not 
War." The closest thing to an 
incident occurred when a youth- 
ful homebuilder in business suit 
flashed a V sign, and grinned 
sheepishly at a companion. 

More money. If anyone failed 
to get the message at the Vice 
President's talk, there were 
several seminars where it came 
through loud and clear. Not the 
least of these was "Outlook for 
Housing in 1972," held on Mon- 
day and directed by NAHB’s 
president-to-be, Stanley Wa- 
ranch of Norfolk, Va. 

Preston Martin, chairman of 
the Federal Home Loan Bank 
Board, predicted another two- 
million-plus housing starts for 
1972, with a Bank Board aim 
of stabilizing mortgage credit 
flows and housing activity. He 
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products brings you ideas in ki 


NORRIS INDUSTRIES, a new force in ilding 


Ideas in kitchen products from Thermad 


Thermador Thermatronic 
Microwave Ranges 


Cook a whole meal or a snack in one-fourth the 
usual time—and have it browned with appetizing 
appeal. You can even cook in shallow metal trays. 
The entire stainless steel interior is so easy to clean. 
Just wipe it out. Cool cooking prevents bake -on. 
Тпегтадог offers the widest selection of microwave 
equipment available anywhere. Model MTR24 
(shown) in combination with the self-cleaning oven, 
240 Volts. Model MTR11 (120 Volts) for under- 
cabinet installation browns and cooks separately. 
Model MTR12 (240 Volts) mounts in a like manner 
and browns and cooks simultaneously. Model 
МСИ (120 Volts) for portable use also cooks and 
browns separately. Models will soon be available 
in conjunction with hot food servers and defrosting 
drawers. 
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Thermador 
Cooktops 


Thermador offers the widest variety of cooktops 
available. Two, four, five and seven element units 
and a Griddle "n Grill with four elements come in 
four colors or stainless steel. All units (except ST2) 
lift up for easy cleaning of drip pans and rough-in 
pan. The rough-in pan is only 234" deep allowing 
room for extra drawer space. All models (except 
ST2 and TM34) have indicator “оп” lights for each 
element. “А” Models have Therma-Matic surface 
element for maintaining heat at pre-selected level. 
Therma-Matic Units and ST2 come in stainless 
steel only. Other colors are Canyon Copper, Snow 
White, Toned Avocado and Golden Tone. 
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other NORRIS INDUSTRIES company 


THERMADOR ө / 


Thermador Stainless Steel 
Dishwashers 


Thermador's Masterpiece Dishwasher has all the 
features that make dishwashers the most necessary 
appliance. The Masterpiece has an all stainless 
steel interior which is guaranteed for a lifetime. It 
holds 16 place settings and washes them sparkling 
clean and sanitary. The “Tower of Shower" double 
washing arm sprays water from 4 levels and actu- 
ally provides a scrubbing action. A single, uncom- 
plicated knob lets you select the cycle you want. 
You may stop and re-schedule at any time in any 
cycle. Changeable panels for a selection of door 
colors and steel trim strips give the finishing touch. 
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Thermador Bilt-In 
Self-Cleaning Ovens 


Cleans itself...ventilates too. The objectionable 
heat, smoke and odors, created by the self-cleaning 
process, are exhausted to the outside automatically. 
With a manual control, the same system provides 
ventilation for regular oven cooking. There is no 
door gasket to wear out and leak smoke into the 
kitchen. Thermador has an exclusive self-sealing 
door. 

Thermador Self-Cleaning Ovens are available 
singly, side-by-side or bi-level with one or both 
ovens self-cleaning. Doors may be selected from 
enamel colors, or stainless steel, solid or with win- 
dows and handsome black glass. 
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More ideas from NORRIS INDUSTRIES, 
a new force in building products. 


IDEAS IN 
LOCK STYLES 


WEISER LOCKS 


4100 ARDMORE AVENUE 
SOUTH GATE, CALIF. 90280 
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IDEAS IN 
PLUMBING BRASS 


PRICE-PFISTER 
13500 PAXTON STREET 
PACOIMA, CALIF. 91331 
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IDEAS IN 
MAJOR APPLIANCES 


WASTE KING -UNIVERSAL 


3300 EAST 50th STREET 


LOS ANGELES, CALIF. 90058 
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PLUMBINGWARE 
POST OFFICE BOX 157 
WALNUT, CALIF. 91789 
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IDEAS IN 
DECORATIVE FAUCETS 


ARTISTIC BRASS 
3136-48 EAST 11th STREET 
LOS ANGELES, CALIF. 90023 
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IDEAS FOR THE 
ELECTRICAL CONTRACTOR 


BOWERS 
6700 AVALON BOULEVARD 
LOS ANGELES, CALIF. 90003 
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Houston: Builders at peak of — with more to come . 


predicted $1 to $2 billion would 
be provided by the board by the 
fourth quarter of 1972 to help 
stabilize credit flows. 

A. Oakley Hunter, president 
and chairman of the board of 
the Federal National Mortgage 
Assn., promised that his organi- 
zation, long known affectionate- 
ly as Fanny May, would issue 
$7 billion in commitments and 
purchase $5-billion worth of 
mortgages in 1972. 

Politics. Predictions that 
housing and the economy in 
general would jump in 1972 
weren't the exclusive property 
of either political party at the 
convention, or so it seemed in 
a good natured fencing match 
between the Gor's national 
committee chairman, Sen. Rob- 
ert Dole of Kansas, and Rep. 
Hale Boggs of Louisiana, the 
House majority leader. 

In a sparsely attended session 
dubbed "The Political Scene 
in 1972," Boggs assured build- 
ers that the Democratic Con- 
gress will do everything it can 
to demonstrate the economy 
can be improved by Democrats. 
Dole nodded with a wry grin: 
"There will be a lot of one- 
upmanship this year. That's a 
fact of political life." 

The Romney warning. Not all 
speakers were there to tell build- 
ers how great the future looks 
in this Presidential year. Secre- 
tary Romney dashed some cold 
water with a warning that the 
number of housing starts in 
1972 could depend on whether 
builders meet quality stand- 
ards, and he left no doubt 
about where нир stood on the 
matter. 

On a program with Sen. John 
Sparkman, (D., Ala. Romney 
cautioned that the question of 
whether the standards are met 
will mean the difference be- 
tween HUD approval of as few 
as 350,000 units or as many as 
550,000. He emphasized that 
the goal of 26-million new 
units by 1978 will not be at- 
tained by sacrificing quality in 
construction, as has been the 
case with many inner-city sub- 
sidized housing programs that 
opened the door to "fast buck 
artists and speculators." 

Action on scandals. In an 
emotional speech wildly ap- 
plauded by builders, Romney 
admitted that a survey by his 


department disclosed wide- 


BOBLEE 


NAHB’s 72 team, from left: president Stanley Waranch, first vice president George С. 
Martin, vice president/treasurer Lewis Cenker, vice president/secretary J.S. Norman Jr. 


spread corruption in housing in 
such forms as draft and kick- 
backs. 

The Secretary has come under 
fire in Congress and in the na- 
tional press for permitting shod- 
dy workmanship and fraud in 
several subsidized programs. 
Vast areas of such housing 
have been abandoned in such 
cities as Detroit and St. Louis, 
creating regions described by 
congressional critics as virtual 
wastelands (News, Feb.). 

Assigning blame. "Shady get- 
rich-quick schemes abound," 
Romney cried, "involving some 
Realtors, some builders, some 
developers and even some hous- 
ing authorities, who line their 
pockets with the sweat money, 
yes even the food money, of 
the uninformed, unsuspecting 
home buyer or renter.” 

But Romney, his voice ring- 
ing with anger, attributed such 
problems generally to the flight 
of the middle class to the 
suburbs. He insisted that any 
solution required a wide and 
coordinated effort on a metro- 
politan basis, and he said he 
would convene meetings in 
five metro areas—Boston, De- 
troit, Philadelphia, St. Louis 


and Wilmington, Del.—to de- 
vise joint state, city and sub- 
urban efforts. 

Romney is calling such ses- 
sions TOP meetings, an acro- 
nym for The Option Process. 
They will give state and local 
governments and private lead- 
ers the option of HUD programs 
for a truly metropolitan attack 
on the problem of decaying 
inner cities. 

Sparkman critique. Spark- 
man, too, deplored the housing 
scandals surfacing in half a 
dozen cities, but he tended to 
assign blame to Hup's laxity in 
policing its programs. 

“Brick and mortar shelter is 
not enough," the Senator 
warned. "It is a disservice to 
house a low-income family 
without regard to its financial 
capacity and maturity or to the 
quality of the neighborhood." 

Land-use laws. William D. 
Ruckelshaus, the nation's top 
pollution control officer, warned 
the builders to prepare for legis- 
lation controlling the use of the 
land. States must pass land-use 
laws or face massive federal 
controls, he cautioned, for the 
country is rapidly depleting land 
desirable for development and 


Quotation of the convention 


Aggressive and successful legislative efforts to obtain 
one kind of federal aid or another to support housing 


production . . 


. has created a subtle and unsuspected 


backlash that is certain to affect homebuilding and mort- 


gage finance in the mid-seventies. . . . 


The end result of 


still further reliance on federal agencies will not be more 


but less mortgage credit and, of more importance to 

homebuilders, a limited choice among sources of credit. 

It will also mean building under rules that determine 

the size, type and location of the market. 

Oliver H. Jones 

Executive vice president, Mortgage Bankers Assn. 
at seminar on The Money Outlook, January 25 


NEWS/CONVENTION 


. continued 


is wasting topsoil and vegeta- 
tion at an alarming rate. 

Ruckelshaus advocated pas- 
sage of President Nixon's land- 
use bill, which would provide 
$100 million to states for land- 
use planning over five years. 

Granting that the idea of regu- 
lating use of land flies in the 
face of short-run convenience 
and age-old traditions among 
land developers, Ruckelshaus 
cautioned: 

"By failing to act today, we 
foreclose future options for our 
survival and guarantee the im- 
position of some form of mas- 
sive federal controls on land 
exploitations." 

Timber tempest. All in all, 
NAHB Officials agreed that the 
28th convention was one of 
the best—if not the best to date 
—and, that it set attendance 
and exhibit records. 

Controversy was limited to a 
minor skirmish with the tim- 
ber industry—set off on the 
first day when NAHB’s outgoing 
president, John Stastny, told a 
press conference a congression- 
al investigation of lumber prices 
was in order. 

But shortly after his own 
election as president, Stanley 
Waranch oiled the troubled wa- 
ters. 

"They [the timber people] 
want to work with us on this 
matter," he said, "and we are 
certainly willing, even though 
we might also ask for a con- 
gressional investigation if pric- 
ing should get out of hand. 

"We're going to look into 
what's happening with lumber 
prices. I’m personally hopeful 
that they'll come back down. 
They're still within the frame- 
work of the wage-price freeze 
as it is." 

Asked if he weren't backing 
away from the relatively tough 
stand taken on lumber prices 
by Stastny, Waranch flashed a 
grin: 

"Maybe John is just more ex- 
citable than I am." With a fast 
glance around the room, he 
added: “Апа John, if you're 
watching on closed circuit TV, 
maybe you'd better come help 
me on this." 

But Stastny, perhaps having 
had his fill of the harsh light of 
the presidency of NaHB, was 
conveniently unavailable for 
comment. — Bos LEE 

McGraw-Hill News, Houston 
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Roofing —Economical alu- 
minum shingles & shakes 
with PPG color coatings. 
Durable. Attractive. Easy 
installation. 


Siding — Various styles and 
textures in colorful pre- 
finished aluminum siding. 
Stays bright for many years. 


Today's Practical Paradise! 


It'S factory-finished aluminum, protected and 
beautified with DURACRON? Color Coatings by PPG 
for economical construction and sales appeal. 


Practical is the word! Factory-applied 
DURACRON Color Coatings on alu- 
minum siding, rainware, windows, 
shutters, soffit, shingles and shakes is 
a practical, attractive investment for 
both you and the buyer. 

PPG color coated aluminum building 
materials are strong, lightweight, easy- 
to-handle. Construction is quick, effi- 
cient. Every square inch of this building 
material is of finishing quality, so ma- 
terial waste is minimal. And aluminum 


products protected with DURACRON 
Color Coatings take usual handling and 
shipment with little or no damage. You 
save time. Labor. And materials! 

Practical? You can count on it, and 
pre-planned vacation homes built with 
aluminum, protected and beautified 
with PPG DURACRON Color Coatings, 
have definite sales appeal. Customers 
appreciate their warm appearance, all- 
weather comfort and their resistance to 
the forces and creatures of Nature. 


These care-free finishes simply will not 
chip, crack or peel, withstanding 
weathering for many years. 

Find out for yourself how DURACRON 
Color Coatings on aluminum help you 
create a practical paradise. See Sweet's 
Architectural File, Industrial Construc- 
tion File or write Product Manager, 
Coil Coatings, PPG INDUSTRIES, Inc., 
Dept. 16W, One Gateway Center, 
Pittsburgh, Pa. 15222. 

PPG: a Concern for the Future 


Coil $ B А 


Coatings Lu 


INDUSTRIES 
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After the bands, belles and hullabaloo—it's Mickey as NAHB secretary 


James S. ("Mickey") Norman Jr. 
of Houston stepped aboard the 
escalator to the NAHB presidency 
by defeating Merrill Butler of 
Anaheim, Calif., for the post of 
vice president and secretary at 
the NAHB’s board meeting in 
Houston. 

Stanley Waranch of Norfolk, 
George Martin of Louisville and 
Lewis Cenker of Atlanta each 
moved up one place in the hier- 
archy in virtually automatic 
elections as president, first vice 
president and vice president- 
treasurer, respectively. 

It was Mickey’s third try for 
the secretary's job, and he con- 
ducted a low-keyed campaign 
stressing his NAHB service and 
experience with all the con- 
fidence and timing of an old 
pro. 

Butler, backed by former 
NAHB presidents Leon Weiner 
and Lloyd Clark, ran under the 
slogan "Inspirit our Industry.” 
He pointed out that a Norman 
victory would put all four top 
NAHB posts in the hands of 
Southerners. 

Gimmicks. The real battle 
was more of gimmickry than of 
issues, however. Butler's sup- 
porters donned colorful hard 
hats early in the week, but on 
election day the hall was full 
of Norman boaters, which had 
been held in reserve until the 
strategic moment. 

Norman's savvy timing was 
most evident when his fel- 
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low directors filed into the vot- 
ing hall and miniskirted girls 
handed each a big California 
orange festooned with a 
"Howdy, I'm Mickey Norman" 
sticker. 

After the votes were tallied, 
Norman praised his opponent's 
clean fight and said: 

"We've become good friends 
during the campaign. I have the 
highest respect for him, and I 
hope someday he will permit 
himself to be a leader in the 
NAHB." 

Policy. The board adopted a 
policy statement calling for a 
monetary policy that would be 
anti-inflationary without pro- 
ducing higher interest rates, 
an end to budget deficits, 
tighter labor laws, more voca- 
tional training, a five-year ex- 
periment in revenue-sharing 
and safety-standard legislation 
recognizing the difference be- 
tween light and general con- 
struction. 

The board also expressed deep 
reservations on the report issued 
by the President's Commission 
on Financial Structure and Reg- 
ulation and promised to ex- 
amine it in detail. 

Land-use debate. Only land 
use and low-income housing 
stirred debate. 

"We in the West are running 
into stop-growth movements 
in all types of communities," 
said Jim Duffy of California. 

"Zonings are being over- 


A stunned Mickey thanks all... 
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turned by referendums. This 
is our war today." 

Duffy suggested asking the 
government to intervene in ref- 
erendums. He also urged that 
the NAHB create a task force to 
go into areas where land-use 
disputes exist. 

"Please don't try to legislate 
in a policy statement," War- 
anch told Duffy. "Even with the 
statement as it stands, NAHB 
will do the things you're talk- 
ing about." 

This did not mollify Henry 
Mayer of New Jersey, and he 
proposed an amendment calling 
for "a program that will ac- 
complish a reasonable balance 
between proper use and flagrant 
abuse of our natural resources" 
and urging the government to 
assist the funding. 

Squeamish lest they appear to 
support any degree of "flagrant 
abuse," the directors defeated 
the amendment. The statement 
calling for a challenge to "zon- 
ing and other land-use controls 
not legitimately based on the 
health, safety and welfare of 
the public as a whole" re- 
mained unchanged. 

Subsidy abuses. The state- 
ment on low and moderate- 
income housing was contro- 
versial for two reasons: the 
builders are worried about los- 
ing the Section 235 and 236 
programs if abuses continue, 
and they oppose paying a $100 
fee to provide counseling ser- 


Wife Marian is speechless—almost ... 


- 
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111% 


vices for Section 235 home- 
buyers, as HUD has proposed. 

The final statement was 
somewhat equivocal: 

“This painfully achieved 
progress [i.e., enactment of Sec- 
tions 235 and 236] is now threat- 
ened by concern over abuses— 
which can and should be cor- 
rected—but, even more, by mis- 
information and sensationalism 
which have exaggerated the 
faults of housing-subsidy pro- 
grams." 

However, the association did 
pledge its help in eliminating 
abuses, and the Committee for 
Housing Low Income Families 
authorized a study of the two 
programs by the research con- 
sultant Anthony Downs of Chi- 
cago. 

Interest rates. The NAHB board 
also passed a resolution urging 
Secretary Romney to reduce 
the FHA-VA interest rate after 
taking into account declines in 
interest rates in general 

However, Nathaniel Rogg, the 
association's executive vice 
president, warned in his re- 
port to the board that such a 
reduction was unlikely. 

"Given the kind of economic 
forecast that is inherent in the 
Administration's approach, a 
drop in rate would probably be 
followed by the need to raise 
it later in the year, and in a 
political year that's simply not 
a very palatable thing to do." 

—NATALIE GERARDI 


Opponent Butler makes it unanimous. 


“Beauty’s but skin deep? 
John Davies 


Look beneath the surface and the only real difference between a 

bedroom tick-tock and a fine Swiss clock is the mechanism. Same ы 

with locksets. All Kwikset locking mechanisms are as precision- 7 Ж 
engineered as а Swiss clock, then carefully assembled by skilled Kwikset /otksets 
craftsmen. The main difference is, our mechanisms are a lot sturdier. 


Kwikset Sales and Service Company, A subsidiary of Emhart Corporation, Anaheim, California America’s Largest Selling Residential Locksets 
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WOODSMAN PLANKED PANEL. X-90 
hardboard siding with rough cedar-like 
texture. 34" wide square cut grooves on 
8" centers. Each plank has its own grain 
pattern. 4’ x 8’ and 4’ x 9' panels. Primed, 
unprimed, or pre-stained in choice of 
three colors: Driftwood (shown), Umber 
(Deep Brown), and Moss (Earthy 
Green). 


A breakthrough 
in prefinished siding? 


T wo-toned 
Woodsman Planked Panels 


Imagine nailing up individual planks, six ata time... 
each with its own distinctive grain pattern, yet all 
with the rustic deep-fissured characteristics of 
rough-sawn cedar. You can do it with New 
Woodsman Planked Panel hardboard siding. 

Woodsman has depth—dimension—individuality— 
color. The peaks and valleys of the rugged surface 
are accentuated by innovative two-tone stains. The 
effect is something entirely new in siding products. 

The installed cost?—far less than you would 
expect. 

Ask your Masonite Dealer for full details on 
dramatically new Woodsman Planked Panel 
exteriors. Or write Masonite Corporation, 

Dept. HH-3, Box 777, Chicago, Illinois 60690. 


Masonite and X-90 are registered trademarks of Masonite Corporation 
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EWS/CONVENTION 


Superbooths such as Anderson Window Wall (above), American Standard (upper right), 
and Weyerhauser (right) line the aisles of Houston’s Astrohall, where thousands of 


attentive builders and architects have gathered to view the wares of NAHB exhibitors. 


The big show—or 


Come one come all to the fabu- 
lous, fantastic, stupendous 
ASTRO-DOMAIN. See magi- 
cians who amaze, tumbling 
beauties in leotards, singers 
and dancers reminiscent of 
vaudeville and droves of mini- 
clad models to please the eye. 

Yellow balloons drift lazily 
throughout the brightly deco- 
rated Astrohall, while at the en- 
trance hard-hatted and straw- 
boatered standard bearers carry 
signs screaming BUTLER and 
NORMAN. 

Booted guides in hot pants, 
red, white and blue, welcome 
more than 54,000 who have 
come to see, touch or show. A 
circus extravaganza ... a na- 
tional political convention . . . 
the world's largest county fair? 
No, it's an international hap- 
pening—the 28th annual NAHB 
Convention and Exposition in 
Houston, Tex. 

The showmen. More than 450 
manufacturers of homebuilding 
products cover 173,600 sq. ft. 
of floor with their displays. The 
sets rival Busby Berkeley's. 

For the durable conventioneer 
forging through a lobby strewn 
with campaigners and weary 
footresters, the exhibition cen- 
ter awaits. A flash of bright 
green stretches unendingly, and 
streaks of orange and yellow 
rug veer to the right and left. 

The razz-ma-tazz. Here the 
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the glitter and the glamour and the old glad hand 


super-booths deal in excitement 
—the Westinghouse Kitchen of 
Tomorrow cleans itself . . . tum- 
bling cuties demonstrate an 
American Standard home gym- 
nasium . . . there's Eddie Al- 
bert in the flesh for Certain- 
Teed . . . and magicians, one 
resembling a mild-mannered 
Dracula showing the magic of 
Schlage locks and bolts while 
another—a Ph.D. in physics— 
demonstrates the wonders of 
Hercules chemistry. 

A chorister sings the won- 
ders of Certain-Teed’s "Super 
Tub" ... a Tappan duet belts 
out ways to compress away 
kitchen waste . . . Fedders' 
beauties in Tahitian garb and 


Tomorrow's builders intent on work. 


setting beckon yearning pass- 
ers-by to that far-off paradise 
. and the bikini-clad towel- 


After ’74—Houston or elsewhere? 


Edward F. Connors of Wash- 
ington, D.C., NAHB's exposi- 
tion director, says he will 
recommend a three-year ex- 
tension of the contract that 


calls for the NAHB to remain 
in Houston through 1974. 


He says there are three 


cities of the eight bidding 
that could wrest the rich con- 
vention away from Houston, 
which also has a good chance. 
Each has or will have the re- 
quired amount of exhibit 
space, hotel rooms and en- 
tertainment facilities for 


50,000 or so people, but each 
has its own particular draw- 
back. 

The three are Chicago, Las 
Vegas and San Francisco. 

“Т prefer staying in Hous- 
ton," Connors said, "not 
only because the situation 
here is pretty satisfactory, 
but also because so much un- 
certainty would be involved 
in moving." 

The NAuB’s directors will 
decide on where to move at 
their spring meeting in Wash- 
ington May 18-24. —B.L. 


turbaned lass plunges merrily 
into a steam bath/shower every 
30 minutes for Roma Sauna... 

The chow line. A little after 
noon a sweet Southern voice 
resounds, announcing the open- 
ing of dining facilities. To the 
east—The Soup and Sandwich 
(impossible to find even with 
the aid of a compass) . . . as- 
sorted hot dog and hamburger 
stands that run out of both and 
run out of seats ... and finally— 
for the gourmet—The Beef and 
Beer, a parking lot ingeniously 
converted into a cafeteria-style 
saloon. 

And the big top. Not to be 
missed is the Astrodome itself, 
from the Show of Shows in the 
domeskeller to the elite sky 
boxes suspended above, offer- 
ing a panoramic view of bull- 
dozers digging a track for motor- 
cycle races. 

Hotels are full all the way 
to Galveston . . . restaurants 
booked 'til past 10 p.m. . .. cabs 
precious . . . rental cars an im- 
possibility . . . and Nieman 
Marcus always crowded. 

Is it all worthwhile? . . . To 
exhibitors, builders and archi- 
tects it must Бе... They came 
one came all to the Astro- 
Domain and saw, touched and 
were shown the 28th Annual 
NAHB exposition—the largest 
show of its kind in the world. 

—ELIsE PLATT 


The money you save installing 
your first floor with GAF 12' Foamcraft 
will help pay for the second. 


GAF's 12 foot Foamcraft'" does more than just save Foamcraft can be loose-layed on less-than-perfect 
you time and money. It helps you sell your homes. floors with little if any sub-floor preparation. And 

What woman can argue with beautiful flooring that because it's so wide you rarely have to bother about seams. 
doesn't need waxing and scrubbing? Or is fire-retardant? So 12' Foamcraft takes half to two-thirds the time of 
That's the perfect kitchen floor. traditional resilient flooring to put down. And half to 

Since Foamcraft is soft and warm to walk on, it's two-thirds the price of labor. 
great for family rooms, dens and foyers too. Almost any If you'd like some more information on just how 
room in the house. There's no question about it, customers much money GAF 12’ Foamcraft can save you, and how 
love Foamcraft. it helps you sell your houses, call your GAF distributor. 


But they weren't the ones we thought of when we Or write us: GAF Flooring, Dept. HH 32, Brit ҺЕ 
made Foamcraft 12 feet wide. You were. 140 W. 51 St., New York, N. Y.10020. ЕШ Bright. 
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NEWS/MARKETING 


In many places apartment builders are building towering vacancy rates 


Maybe it's the gambling in- 
stinct of an industry accus- 
tomed to cycles of feast and 
famine. 

Or the afterglow of confidence 
from 1971's record success. 

But in many of the areas hit 
hardest by the high vacancy 
rates that began to surface last 
summer [News, Oct. 71), there 
is little evidence that builders 
are putting the brakes on apart- 
ment building. 

Rationale. "An attractive, 
well located apartment com- 
plex will always appeal to buy- 
ers, regardless of the general 
state of the apartment market 
in the area," says W.N. Kenni- 
cott, president of the McCarthy 
Co. of Anaheim, California. 
Kennicott has reason for such 
confidence; his company re- 
cently sold a 403-unit apart- 
ment-recreational complex in 
Orange County, where vacan- 
cies are over 1095, for $5.4 mil- 
lion, the largest deal in the 
firm's 79 years. 

And Barbara Kaplan, housing 
coordinator for the North Cen- 
tral Texas Council of Govern- 
ments, reports that many new 
apartments are still being 
planned "often by builders who 
believe they can outguess the 
market and beat statistics." 

Sky's the limit. But some 
statistics are pretty grim. Va- 
cancies are as high as 19% in 
Tarrant County, Tex. (Fort 
Worth), 12.2% in Dallas, 15% in 
Houston. 

Southern California vacan- 
cies range from 8% to 1090. In 
Santa Clara (San Jose) they are 
an overall 7.3%, but submar- 
kets have zoomed as high as 
25%, 14% and 10.3%. San Diego 
is beginning to feel the effects 
of overbuilding with 6.8%; a 
year ago the rate was 3.9%, 
two years ago, 2.7%. 

In Seattle the rate is be- 
tween 10% and 12%. 

Detroit, where a firm subur- 
ban market fails to offset weak- 
ness in the city, registers an 
overall rate of 14.3%. A year ago 
it was 10.1%. 

In Atlanta the rate stands at 
8%. Estimates for St. Louis 
County range between 7% and 
10%. In Cleveland the rate has 
hovered at 4% despite a virtual 
halt in construction since April 
1970, when a sewer tap ban was 
imposed. 

Even in Pittsburgh and Bos- 


ton, where the apartment mar- 
ket is strong, it has begun to 
soften in the suburbs. 

Color TV for all. Some build- 
ers have resorted to gimmicks. 
Atlanta lures tenants with ski 
trips, color television sets, a 
month's free rent, two bed- 
rooms for the price of one and 
use of a washer and dryer for six 
months. 

And in San Jose, where rent 
rebates and color televisions 
have become standard, one own- 
er advertises: 

“А brand new car will be given 
free to one of our residents—IT 
COULD BE YOU." 

Money isn't all. Ironically, 
part of the reason for the high 
vacancies is easy money, which 
has had a twofold effect. First, 
it has contributed to a slacken- 
ing in demand. 

Ted Gibson, research officer 
of Security Pacific National 
Bank in San Francisco, explains: 

"Many renters actually want- 
ed single-family housing but 
couldn't afford the down pay- 
ments. Because all the apart- 
ment units were absorbed be- 
tween 1966 and 1970, we 
thought that young people 
wanted to live in apartments 
when actually there was a pent- 
up demand for singles." 

Easy money's second effect 
is overbuilding. Builders have 
projects on the drawing boards, 
and savings and loans are burst- 
ing with funds to finance, so 
it's hard to resist the temptation 
to go ahead. 

Anthony Downs of the Real 
Estate Research Corp. chided 
San Diego contractors: 

"Mortgages are often more 
important than actual demand 
for units, for builders who can 
mortgage out because of easy 
money would fill the world 
with apartments even if they 
were all vacant!" 

Condominium fever. Most of 
the cities surveyed mentioned 
condominiums both as con- 
tributors to the vacancy rate 
and as one of the solutions 
owners turn to when apart- 
ments are in trouble. 

In Houston, for example, 
Allen Narmore, executive direc- 
tor of the 1000-member Hous- 
ton Apartment Assn., estimates 
that from 2,000 to 3,000 fami- 
lies bought townhouse condo- 
miniums last year when they 
might have rented. 
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In Cleveland, Walter Zaremba 
Jr., president of Building Sys- 
tems Housing Corp., explains: 

“In many cases a developer 
can sell condominiums and 
make money while the buyer’s 
cost per month is actually less 
than rent would have been.” 

Pittsburgh, Philadelphia and 
Boston also report a trend to 
condomoniums. 

And in Detroit, Advance 
Mortgage reports: "Conversions 
in both Detroit and the suburbs 
are increasing." 

But Richard Cromwell Jr. of 
Title Insurance and Trust Co. 
of San Diego warns: 

“You can't use the condomin- 
ium idea to solve the problems 
caused by a bum apartment." 

No turning back. Other fac- 
tors that raise vacancy rates are 
the decline in family forma- 
tions, reduced immigration to 
California, unemployment and 
the long lead time required to 
plan apartment projects. 

Bad planning has also con- 
tributed: 

In Denver, an apartment 
manager blames the high vacan- 
cies in the southeast section, 
far from the downtown working 
area, on the bad planning that 
caused builders to build one- 
bedroom apartments where 
larger units were in demand. 

Jim Field, vice president of 
C&S Realty Investors, Atlanta, 
points a finger at out-of-state 
builders: 

“They come in without good 
marketing information and try 
to structure rent as they do in 
other cities. The Atlanta family 
is often looking for more value 
than a glassed-in clubhouse. 
They want lots of space for little 
money." 

The pocketbook. High vacan- 
cies are not the only problem. 

In Chicago, for example, a 
number of big landlords are 
reeling under the impact of a 
pre-election tempest several 
newspapers stirred up when 
they accused tax assessor P. J. 
Cullerton of underassessing 
many buildings. After Cullerton 
was reelected he kept his prom- 
ise to clean house. Result: 1971 
assessments in much of the 
Loop area are up 15%. 

Closing the door. San Diego’s 
city council recently imposed 
construction bans on certain 
areas. It is also considering a 
measure that would let the 


council initiate rezoning. 

“This is alarming,” said Rich- 
ard Cromwell. "It probably 
means that some developing 
areas, like Mira Mesa, many 
close down." 

In Cleveland, the sewer ban 
imposed in 1970 has been ex- 
tended to 31 suburbs. 

Soaring costs. The biggest 
problem facing builders has lit- 
tle to do with the state of the 
market. The problem is costs. 

In the Washington suburb of 
Prince George's County, Md., a 
local official, Lee Cellers, says: 

"There's all sorts of land 
already zoned for apartments, 
but builders just aren't going 
ahead. А high-cost structure 
makes it tough for new owners 
to compete with rents in build- 
ings four or five years old." 

Similarly, in Cleveland, Max 
Williams and Dick Blagdond 
of Howard S. Bissel Inc. fear 
that the cost-rent factor is 
rapidly approaching the point 
where conventional for-rent de- 
velopment will be impractical 

J.L. Philips, president of J.L. 
Philips Inc. of Houston, feels 
the industry needs a 10% to 12% 
rent hike to offset costs. 

And Peter Maggiore, vice 
president of the apartment divi- 
sion of Henry S. Miller Man- 
agement of Dallas, sums up: 

"We are working twice as 
hard today as we did two years 
ago to achieve the same results." 

Outlook. Robert Ross, presi- 
dent of the National Apartment 
Assn., feels that building will 
slow down because of the slack- 
ening demand. 

Saul Klaman, chief economist 
of the National Association of 
Mutual Savings Banks, agrees. 
He told the home builders in 
Houston: 

“There could well be a down- 
turn in multifamily construc- 
tion after midyear, which could 
carry total starts below the two- 
million-unit level." 

The confident overbuilders 
are not at work everywhere. 
Signs of a slowdown have begun 
to appear in Cleveland, St. 
Louis, Atlanta and Detroit. 
Some big California builders 
have trimmed their starts there 
and expanded eastward into Ari- 
zona, Colorado, Texas, Virginia 
and Florida. 

And in Seattle, not one single 
apartment permit was issued 
during all of January.  —N. G. 


PRICE PFISTER Manufacturers of Plumbing Brass е Pacoima, Calif. 91331 е Subsidiary of Norris Industries 
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NEWS/MOBILES 


Dealers in buying mood at Louisville show as mobiles roll up record year 


They had plenty to choose from 
at the annual National Mobile 
Home Show in mid-January. 
Fifty-eight manufacturers 
jammed 240 homes into the 
mammoth Louisville Fair and 
Exposition Center and spilled 
them onto the streets outside. 

There were no major design 
changes, so the manufacturers 
settled for varying exterior trims 
and jazzing up the standard 
colonial, contemporary, Span- 
ish and provincial interiors with 
optional wood-burning fire- 
places, bubble or bay windows, 
built-in stereo systems, trash 
compactors, sunken bathtubs— 
even a water bed. 

A dealers’ workshop со- 
sponsored by the Mobile Home 
Manufacturers Assn. (мнма) 
and the Manufactured Housing 
Assn. (мна) gave the industry 
a chance to air its problems 
and celebrate its success. 

Optimism. Much optimism 
stemmed from the 14-foot-wide 
homes that had gone into pro- 
duction in 1969 but were ex- 
hibited at the national show 
for the first time, as Kentucky 
joined the 32 states that now 
allow them on the road. 

"The industry has a record 
of expanding markets as widths 
increase," said MHMA president 
John M. Martin. “Тһе large 14- 
footers appeal to a new market 
and now make up about 15% 
of our sales." 

Some 457,000 mobile homes 
were delivered between January 
and November 1971, and the 
industry estimates total ship- 
ments for the year will reach 
485,000. This is 17.596 over 
the 1969 record of 412,960 
homes. (The Commerce Dept. 
has estimated mobile home 
sales, as distinct from ship- 
ments, at 500,000 for the year.) 

The мнма forecasts another 
record year for 1972, with 
573,000 shipments. 

Some of its reasons: house- 
holds under the age of 30 and 
over 55—the two groups that 
buy 75% of all mobile homes— 
are increasing, the economy is 
improving, more communities 
are accepting mobile homes, 
and the government has com- 
mitted itself to solving the hous- 
ing shortage. 

Low-cost solution? This last 
assumption, at least, may be 
premature. 

"Our basic objective in Wash- 


ington has been to seek equity 
with the position site-built 
housing now enjoys under fed- 
erally controlled programs," 
МНМА 5 director of Washington 
affairs, Larry C. Davenport, told 
the dealers. 

However, a study prepared 
for the First National City 
Bank of New York by Shiefman, 
Werba & Associates of Detroit 
indicates lack of acceptance is 
not limited to Washington. 

"Most of the lower-income 
families eligible for such sub- 
sidies consider mobile homes 
unacceptable and substandard 
housing, whether in parks or on 
city lots," the study reported. 

"This is especially true of 
black families. At the same 
time most mobile home own: 
ers have incomes too high to be 
eligible for rHA subsidy pro- 
grams." 

Park problem. Some 50% of 
all mobile homes are put into 
mobile home parks, and these 
parks are perhaps the industry's 
weakest area. 

Of the more than 24,000 parks 
in the country, fewer than 
13,000 have even the minimal 
qualifications for a one-star rat- 


ел" 


ing іп Woodall's Mobile Home 
and Park Directory. 

As a result many large cor- 
porations, builders, professional 
people, real estate brokers and 
others have hastily entered the 
field hoping for a quick return 
orfor retirement income. 

Phillip J. Braff of Gates Mills, 
Ohio, a homebuilder who is also 
a mobile homes dealer and park 
operator, warned: 

"An experienced land devel- 
oper or builder is the ideal per- 
son to develop a park, but it's 
unlike a conventional subdi- 
vision, so beware! You can't sell 
out and get out. Today, if you go 
to California, you'll find that 
some of those who thought 
they were selling out and getting 
out are stuck with parks." 

Overbuilding. According to 
Woodall's, California's vacancy 
rate in new parks at the end of 
1970 was over 66%. In Arizona 
it was over 75%. The First Na- 
tional City Bank survey also 
found Atlanta, Ga., West Palm 
Beach, Fla., and parts of Mich- 
igan overbuilt. 

One possible solution was 
offered by the Mobile Home 
Management Corp. of North- 


Reynolds fosters new look in mobile homes 


Like the Volkswagen, the 
mobile home has been an 
economic success, not à 
thing of beauty. 

Some manufacturers have 
settled for making mobiles 
look like the trailers from 
which they were born, tack- 
ing on a few such conven- 
tional features as shutters, 
bay windows and porches. 
Others have made them 
virtually — indistinguishable 
from site-built homes, which 
is quite easy for double-wides 
with pitched roofs and exte- 


rior accoutrements. 

Reynolds Metals, a major 
supplier of siding for mobiles, 
sponsored a national com- 
petition to encourage design- 
ers to take a fresh approach. 

Two of the top awards 
went to a 23-year-old land- 
scape architect, Victor Nel- 
hiebel of Lansing, Mich. (de- 
sign above], and the team of 
architect Thomas J. Miller- 
baugh of Sunset Hills, Mo., 
and designer W. Marion Bam- 
man of Kirkwood, Mo. (de- 
sign below]. 
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brook, Ш. The company will 
lease new mobile homes to park 
operators so that they in turn 
can rent them to families who 
do not wish to buy. 

Waiting list. Other cities have 
the opposite problem. 

“The demand is so great that 
you can have 15 or 20 people 
who have paid deposits waiting 
to get a space," said George 
Searle, whose New Jersey parks 
are within commuting distance 
of New York City. 

Searle pointed to park financ- 
ing as the culprit: 

“Тодау the break-even point 
is not ten or 20 spaces the way 
it was years ago. You must have 
a minimum of 250 spaces—and 
at $3,000 to $4,000 a lot, that 
means a half million dollars. 
And you need a sewer plant . . ." 

Money trouble. The park 
operator is not the only one 
with financing problems. Buyers 
generally must turn to finance 
companies or commercial banks 
to purchase a mobile home. 
These usually offer seven-year 
loans at 7% add-on interest, a 
true interest rate of about 1495. 

Better terms are possible 
through savings and loan as- 
sociations, which were empow- 
ered to finance mobile homes in 
1968. In addition FHA insurance 
became available in 1969 and 
VA guaranties in 1970. How- 
ever, the statutory interest rates 
are too low to make these loans 
interesting to lenders. 

Only around $35 million in 
mobile home loans are presently 
insured by FHA. 

And Duane N. Cutler of 
Citizens Federal S&L, Port Hu- 
ron, Mich., admitted: 

“We backed off on our mobile 
home program when the mort- 
gage rates went up." 

The MHMa is pressing for 
HUD to regulate interest rates 
for mobile home purchases just 
as it does for the FHA and va 
conventional housing programs. 

In the meantime mobile home 
shipments continue to soar. In 
1961, 90,200 homes were de- 
livered; ten years later, an 
estimated 485,000. 

It seems that despite the 
problems, some people, at least, 
agree with the dealer who ad- 
vertises: 

"Buy your wife something 
sexy to sleep in. 


| "Buy her a mobile home." 
2 —N.G. 
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Laminated Beams and Decking. 


LETTI TEET 


A low-cost building system doesn't have to look it. 


The system is Weyerhaeuser 
Laminated Beams and Decking. 
Beautiful because it’s wood, with 
all the warmth, texture and 
friendliness of wood. 

It’s low-cost because Weyer- 
haeuser Laminated Decking does 
three jobs in one application — 
insulation, structural sheathing 
and a beautiful wood ceiling all 
in one. Goes down faster than 


solid decking because it's lighter 
and easier to nail. Wider, too. 
Covers more area faster with 
fewer pieces. 

You have a choice of ponderosa 
pine or hemlock. Unfinished. Or 
prestained in any of 37 Olympic 
semi-transparent stains to save 
more time and money. 

We offer four patterns and five 
thicknesses in premium, archi- 


tectural and utility appearance 
grades. Faces are smooth-sanded, 
or wire-brushed or cross-sanded 
if you want texture. And you can 
specify Weyerhaeuser straight 
laminated beams in a wide range 


of sizes, up to a massive 155' long. 


For complete design and 
specification information, write 
us at Weyerhaeuser Company, 
Box B-8732, Tacoma, Wa. 98401. 
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Introducing the new 
Andersen Perma-Shield 
Gliding Window. 


s this the window that has everything? 


It's a fair question. After all, this 
new line of Andersen Perma-Shield Gliding 
Windows incorporates all our accumulated 
experience in window design and construc- 
tion. We gave it a lot of thought, improved 
and refined it through many stages, and 
gave it thorough field tests before we were 
satisfied. 


So we think that architects, builders 
and users will all be more than pleased with 
this, our latest window. 


But does it have everything? Before 
you answer, glance down the summary of 
features below; send for more detailed 
information—ask for a demonstration, if 
you like. We think we've come close. See 
if you agree. 

D Perma-Shield! No painting in- 
side or out. Both frame and sash are stable 
wood completely covered with a rigid vinyl 
sheath. No corner joints in frame. Sash 
corners are welded to form leak-proof joints. 


2 Sill tank. For added weathertight- 
ness under severe conditions of exposure, 
an integral vinyl dual sill has been built 
in to drain any moisture to the exterior. 


9 Welded insulating glass elimi- 
nates need for storm windows. Snap-in 
rigid vinyl glazing bead eliminates glazing 
compound on exterior. 

4) Weatherstripping is rigid vinyl 
for maximum weathertightness . . . factory 
applied. 


D Weathertight, vinyl-sheathed 
sash. Wood core factory treated with pre- 
servative for stability and insulation. 
Adjustable, chrome-plated steel glides in 
bottom rail for smooth, easy operation. 


Neat, trim frame is compatible 
with traditional, colonial or contemporary 
design. And it matches other Andersen 
Perma-Shield Windows and Gliding Doors. 


Screen is easy to install and 
remove from inside. White Perma-Clean® 
aluminum frame needs no painting. Screen 
strikes are part of exterior frame—no hard- 
ware to apply or lose. 


Weatherstripping of wedge- 
shaped rigid vinyl and neoprene on meeting 
stile reduces dust, air, noise, heat and cold 
leakage to minimum. 


Removable sash. Both stationary 
and operating sash can be removed for 
cleaning from inside by releasing securing 
screws. This safety feature prevents acci- 
dental release of either sash. 


Attractive handle operates 
spring-loaded rods for positive locking of 
windows at top and bottom. АП factory 
installed. 


Perma-Shield Gliding Windows are 
available in eleven basic sizes suitable for 
commercial and residential applieations. 


Like more information on Andersen's 
new Perma-Shield Gliding Windows? There 
are five ways to get it: from your Sweet's 
File (Section 8.16 An), from your Andersen 
dealer or distributor, by using the Reader 
Service Card in this publication, or by 
mailing the coupon. 
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Please send me details on your new Andersen 
Perma-Shield Gliding Windows. 


Name 


Firm 
Address 
City 


State Zip 


Send to Andersen Corporation 


Bayport, Minnesota 55003 
indowalls 


Andersen BAYPORT, MINNESOTA 55003 


ANDERSEN CORPORATION 


------------------------ 


Dept HH 32 
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NEWS/POLICY 


New St. Louis debacle: Showcase renewal project tipping into default 


Of the several American cities 
scarred by decay and abandon- 
ment of housing, few have been 
afflicted by the type of problems 
now surfacing in St. Louis. 

The latest was the disclosure 
Feb. 2 by the Department of 
Housing and Urban Develop- 
ment that it has been asked to 
take over mortgages totaling 
$35 million on an apartment 
complex only six years old. The 
loans are held by Mellon Na- 
tional Bank and Trust of Pitts- 
burgh and John Hancock Mu- 
tual Life of Boston and were 
insured in September 1967 by 
the FHA, a HUD division, under 
its Section 220 (urban renewal) 
program. 

Housing Secretary George 
Romney issued a statement in 
Washington that said in part: 
"The Hancock-Mellon action 
appears to be an indication that 
these mortgagees no longer 
consider their investments in 
the Mansion House Center in 
downtown St. Louis to be safe 
and sound." 

Under the arch. Mansion 
House Center adjoins the Jeffer- 
son National Memorial Gate- 
way Arch and is a major element 
in the city's big riverfront re- 
newal effort. It consists of three 
28-story middle-income apart- 
ments and three commercia! 
structures, opened in the spring 
of 1966 at a cost of $52 million. 
There are 1,247 apartments, 
renting from $189 to $400, but 
at least 25% are empty. 

Spokesmen for John Hancock 
said the center was $375,000 
behind in its scheduled mort- 
gage payments when the insur- 
ance company told нор of its 
intentions to assign nearly $25 
million in mortgages to FHA. 
Hancock holds the paper on two 
of the apartment towers, calling 
for payments of $75,000 month- 
ly. The spokesman also said 
the principal on the Hancock 
mortgage was reduced only from 
$24,440,300 to $24,206,538 
since amortization began in 
1967. 

The Mellon Bank and нор re- 
fuse to discuss details, with 
HUD spokesmen saying that un- 
til certain paperwork is com- 
pleted, Mellon and Hancock 
still own the mortgages. 

Another view. Paul Lashly, 
president, general manager and 
one of the original developers, 
| insists despite the нор state- 


GLOBE-DEMOCRAT PHOTO BY BOB ARTEAGA 


" 


Mansion House project is framed by the world famous Gateway Arch in St. Louis. 


ment and that of the mortga- 
gees, that Mansion House is up 
to date in payments. However, 
Donald E. Lasater, board chair- 
man of the Mercantile Trust, 
the city's largest bank, which 
put up $1,372,000 of $3,500,000 
in unprotected equity capital, 
declared otherwise. 

"Mansion House is not cur- 
rent in its mortgage payments, 
and so far as we and 19 other 
limited partners are concerned, 
achange in management is man- 
datory. Professional manage- 
ment could still make this prop- 
erty a viable part of downtown 
St. Louis," said Lasater. 

Pruitt-Igoe spectacle. With 
the powerful Mercantile offer- 
ing a hand, HUD just might find 
some solution to its Mansion 
House problem, but it has some 
other king-sized headaches in 
St. Louis. 

Probably no city in the coun- 


Architects dispute 


The proposal for complete re- 
organization of the nation’s 
present development strategy 
is contained in a controversial 
policy statement by the Ameri- 
can Institute of Architects. 

The statement has been is- 
sued after a year-long effort 
by an A1A task force. 

The statement suggests that 
the nation's official housing 
goals may now turn out to be 
too high, particularly in view 
of a slowdown in population 
growth. The authors say no 
more on this point, although 
they do indicate they are more 
concerned with improving met- 
ropolitan areas than with find- 


try has a bigger public housing 
scandal. The prime example is 
Pruitt-Igoe, a monstrosity of 
2,800 apartments in 33 build- 
ings 11 stories high, with all but 
10 standing vacant and sealed. 
After years of studies and re- 
ports, HUD has finally decided to 
tear down two of the Pruitt-Igoe 
structures. It still has no con- 
crete answers for the rest. 
Each of four other high-rise 
projects in St. Louis is riddled 
with broken windows and bul- 
let holes and is stripped of 
plumbing, hardware and spout- 
ing. Only two small low-rise and 
another project of two and 
three-story buildings seem to 
survive in what is otherwise 
a complete failure of public 
housing in the city. 
Indictments. The U.S. dis- 
trict attorney, Daniel Bartlett 
Jr., says he’s investigating all 
HUD programs, including the 


their own report 


ing ways to build more houses. 

Dissension. The policy state- 
ment won the endorsement of 
the institute’s board, but mem- 
bers can suggest revision at the 
AIA convention in Houston in 
May. 

Some have already raised 
strong objections, and the New 
York chapter went so far as to 
call for the entire statement 
to be withdrawn because it was 
a restatement of familiar gen- 
eralities. 

The architects propose de- 
veloping or redeveloping areas 
in terms of neighborhood 
growth units, which they define 
as “human communities." 
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alleged waste of nearly $100 mil- 
lion spent on urban renewal 
programs in the city. 

The Circuit Court grand jury 
has already indicted two people 
in connection with the activi- 
ties of large scale arson rings. 
Arsonists have specialized in 
buying up property in the inner 
city, taking large fire insurance 
policies and then burning the 
buildings. The insurance indus- 
try has been criticized for its 
lack of controls and for repeti- 
tive payments to the same in- 
dividuals. 

Flight from city. One of St. 
Louis’ problems, despite some 
$200 million spent in all types 
of construction including the 
arch, has been that all this 
effort has not stopped the flight 
of business tenants to suburban 
Clayton, center of booming St. 
Louis county. One new $12- 
million, 22-story downtown of- 
fice building ready for occu- 
pancy for months still has an- 
nounced fewer than three floors 
occupied. 

Last spring St. Louis voters 
turned down a $20-million bond 
issue to build a downtown con- 
vention center by а 2-to-1 mar- 
gin despite a promise the center 
would generate at least $60 
million in satellite new con- 
structions. 

The voters were dazzled re- 
cently by the release of a study 
proposing a $1.2-billion rapid 
transit system for the St. Louis 
area, but they learned this 
month that unless the Bi-State 
Transit authority, which oper- 
ates public transit, finds new 
tax subsidies, all public trans- 
portation could grind to a halt 
by June. 

Loss of hope. It's tough for 
even the most ardent Chamber 
of Commerce booster to smile 
in St. Louis these days. 

Romney had more than St. 
Louis and Mansion House in 
mind this week when he said in 
part: 

"Just as the rate of spread 
of inner city rot has reversed 
this (Mansion House) invest- 
ment decision, be aware that the 
advance of rot is spreading into 
surrounding areas. It will con- 
tinue to do so until the sur- 
rounding areas unite with the 
cities in developing solutions 
to common problems." 


—TED SCHAFERS 
McGraw-Hill News, St. Louis 


years of technology for building and ecology 
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Your ceiling is finished when you apply our roof deck. 


In a single, easy-working, fast application, Easy-ply Roof Decking is termite, rot and fungi protected 
weatherproof insulation — a tough structural base for roofing — and a decorative vapor barrier, finished 
ceiling. Made in 2’x8’ T&G panels, from 15/16" to 2%” thick for rafter spans up to 72". 


= homasote company 


WEST TRENTON, N.J. 08628 
A quality, code-approved product from the Homasote family of building products. 


2-012 
CIRCLE 25 ON READER SERVICE CARD 


H&H Marcu 1972 25 


NEWS/ZONING 


Lake Tahoe: The long road to 


A classic confrontation between 
those archenemies produced the 
innovative master plan that will 
discipline the development of 
Lake Tahoe, scenic gem of the 
California-Nevada border-land. 

The development blueprint is 
based on the capability of the 
land, and both builders and 
preservers now concede that 
they can live with it. 

The two-map plan was 
adopted in December, an acri- 
monious three months after the 
September deadline set by the 
congressionally approved bi- 
state compact that created the 
Tahoe Regional Planning 
Agency in 1969 to draft a plan 
for orderly development. 

The rRPA's executive direc- 
tor, Richard Heikka, calls the 
plan a pioneering document. 
“It’s the first master plan to re- 
late land use to land capabilities 
as identified by expert study," 
he says. 

Respect for land. One of the 
plan's maps is conventional, 
with zoning according to the 
usual units-to-acre approach. 
The other is the result of a com- 
puterized report that classifies 
the 200,000 acres of land in the 
basin by their ability to with- 
stand development, an assess- 
ment based on technical studies 
of 59 elements such as siltation 
potential, waterholding capa- 
city, vegetation type, landslide 
potential, slope and scenery. 

This report finds that some 
75% of the land is so fragile— 
so lacking in ability to heal 
itself when disturbed—that it 
should not be developed at all. 
Most of this fragile land already 
belongs to the government, 
which owns half the land in the 
basin—but the plan prohibits 
further development on 34,000 
acres now under private owner- 
ship. 

Fate of the lake. The master 
plan has been adopted, but im- 
plementing ordinances are still 
being argued. Until they are 
adopted, a Federal Housing Ad- 
ministration moratorium set 
last July on all federally in- 
sured mortgage programs in the 
area remains in force. 

Already approved is the most 
critical among the ordinances, 
the land-use ruling that details 
permit issuing procedures for 
future building around the 
mountain lake. 

As first drafted it would have 
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RESIDENTIAL 
(LOW, MEDIUM «нтан 
DENSITY) 


COMMERCIAL 
(TOURIST GENERAL) 


RECREATION: 
SKI AREAS 


PUBLIC BEACH 
WATER TRANSPORTATION 


Tahoe's preliminary plan (above) became, with minor changes, the zoning map of re- 
sort's two-map master plan. The other map, a land-impact chart, is still computerized. 


put all permit issuing authority 
in the hands of the local govern- 
ments in the five counties that 
surround the basin, with only 
limited reviewing power being 
retained by TRPA. 

Both the League to Save Lake 
Tahoe and the Sierra Club 
attacked this draft. The league's 
executive secretary, Steven 
Brandt, claimed that “то leave 
the decision-making in the 
hands of local government is 
a waste of two years and almost 
$600,000 in planning funds. In 
effect the mice are guarding 
the cheese." 


Sierra Club attorney Reverdy 
Johnson called the draft "totally 
inadequate as a means of im- 
plementing and enforcing the 
general plan." 

Bowing to this opposition, 
the agency agreed to review 
all permits for hotels, motels, 
apartment houses of five or 
more units and commercial 
developments covering more 
than three acres. 

Peacemaker. Heikka ex- 
plained rRPA's philosophy: 
“We've got to cool all the 
animosities that have come 
out and develop good working 


compromise between builders and preservers 


relationships." 

With the key ordinance 
adopted, conservationists have 
cautious praise for the Tahoe 
plan overall. ^We've won all 
the battles—within reason," 
says Brandt. "Now it's a ques- 
tion of how well the agency 
will enforce the plan." 

The controversy on the land 
use ordinance points up the 
basic problem of the Tahoe 
basin—its location between two 
states and in five counties. The 
resulting anarchy has permitted 
runaway construction of sub- 
divisions, roads and commercial 
buildings that has turned much 
of the lakeshore into an urban 
sprawl, and that is threatening 
—]argely through siltation—the 
famous clarity of the lake. 

Preliminary bouts. Everyone 
agreed—builders and conserva- 
tionists alike—that some or- 
derly plan for development of 
the basin had to be formed. So 
formation of the bi-state TRPA 
with its ten-member governing 
board, five from each state, 
was hailed on all sides as the 
salvation of the lake. 

Putting that plan together, 
however, was a real donny- 
brook. 

The battles broke into the 
open last June with TRPA'S pres- 
entation of a program based on 
the land-capabilities study and 
praised by the Sierra Club as a 
strong regional plan. The 
$500,000 blueprint was pro- 
duced by rRPA's subsidiary ad- 
visory planning commission 
and a professional planning 
staff working with U.S. Forest 
Service experts, an impressive 
array of consultants and Tahoe 
citizens' committees. 

The new land plan. The land 
capabilities study, which was 
made without regard to existing 
zoning and development, estab- 
lished seven usage zones. They 
range from a 136,630-acre con- 
servation zone to a 17,500-acre 
urban zone, with 1,594 acres 
for intensive use. 

Instead of the usual units- 
to-acre formula used in most 
zoning, the study recommended 
restrictions for the amount of 
land that could be covered with 
animpervious surface. 

For the first two zones, mak- 
ing up 75% of the entire basin, 
only 1% of the land could be 
covered, and that for trails and 
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Spanish Roof Tile Sheets 


LOOKS LIKE CLAY TILE No Breakage Problems 
Easy Installation 


No Freight Problems (50 Lbs. Per Sq.) 
WEARS AND CUTS LIKE ALUMINUM No Prestressing or Expensive Sub Roof Required 


modular fixtures 


1255 El Segundo Boulevard, Gardena, California 90247 е Some Distribution Areas are Open, Call (213) 777-5999 
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Lake Tahoe: Long road to accord between builders, preservers ... continued 


recreation development. A top 
30% coverage is permitted for 
the urban zones. The study 
marked for eventual govern- 
ment acquisition some 34,000 
acres of private land that falls 
in the conservation zones. 

А key recommendation was a 
limitation on the basin's peak 
summer population to 134,000 
—a figure that had already been 
exceeded on some weekends. 

Builders’ outcry. The ТЕРА 
plan brought howls of protest 
from affected developers and 
from local government officials 
who still see the basin as a grow- 
ing source of tax revenues. 
Commissioners of Douglas 
County in Nevada attacked the 
report as violating the right 
to own and retain property. 

Following this outcry, TRPA's 
board of governors muzzled its 
planning staff, forbidding the 
executive director, J.K. Smith, 
to make presentations to sup- 
port the plan or to talk to the 
press. And it appointed a sub- 
committee made up of planning 
staff from the counties and 
headed by Heikka, then Placer 
County planning director, to 
develop a workable plan based 
on the ТЕРА findings. 

The FHA shutdown. Shortly 
thereafter, in late July, rHA 
entered the fray, with its two- 
level moratorium on all rHA 
mortgage insurance programs in 
the basin. 

This action came in response 
to a renewed request by the 
U.S. Forest Service—owner of 
50% of the land in the basin— 
for a halt in federally insured 
housing north and west of the 
lake, where sewage treatment 
facilities were nearing capacity. 

The ЕНА extended the mora- 
torum to all of the basin. 
Robert H. Baida, regional ad- 
ministrator for the Housing and 
Urban Develolment Dept., ex- 
plained that, since HUD had 
provided TRPA with $125,000 in 
financial assistance, “we have 
an obligation to do all within 
our power to discourage de- 
velopment which may be con- 
trary to such plans as are 
finally adopted by the agency." 

Wide federal role. The mor- 
atorium on most of the basin 
will be lifted when the plan and 
its implementing ordinances 
are in effect; the ban on the 


northwest area will stay until 


new arrangements are made 


for sewage treatment facilities 
serving that section. 

The FHA’s participation in 
Tahoe development and its 
clout there have increased 
sharply in the last few years. It 
now insures from 60% to 6596 
of the development at the 
north end of the lake and 20% 
of the south end. Until 1968 
participation was limited to 
10% or 15% around the lake. 

The percentage increase has 
resulted partly from high in- 
terest rates for conventional 
financing and partly because 
more than 50% of the new de- 
velopment at the lake is in con- 
dominiums and planned unit 
developments. With units cost- 
ing between $16,000 and 
$22,500, these qualify for low 
down payments under FHA fi- 
nancing. 

Building gone awry. The For- 
est Service, concerned about 
the water quality of the lake 
and the Truckee River, had first 
asked rHA to act at Tahoe in 
the summer of 1970. In Novem- 
ber 1970 a Forest Service re- 
port protested that "proposals 
for new developments and 
building permits for existing de- 
velopments are being processed 
at an alarming rate," with no 
regard to the controls being 
written into a master plan. 

The alarming rate of permit 
approvals had continued un- 
abated despite the agency's 
warning. Last July the League 
to Save Lake Tahoe pointed 
out that TRPA, in the 15 months 
since it was formed, had ap- 
proved 11,788 out of 12,503 
dwelling units submitted to its 
jurisdiction, most of them 
against the advice of the TRPA 
staff. 

A large percentage increase 
in dwelling units in the basin 
was permitted by these under- 
the-wire approvals; the num- 
ber existing in 1970 was esti- 
mated at some 27,000. 

Defeat of one plan. In mid- 
August Heikka's subcommit- 
tee came up with its plan, based 
on a conventional units-to-acre 
zoning map, downgrading the 
land capabilities map to infor- 
mational status and setting a 
population ceiling of 280,000. 

Like the original plan, it 
called for prohibiting further 
development of the 34,000 acres 
of privately owned land in the 
conservation zones, suggesting 


that most of the land might be 
acquired for public use through 
land trades. 

This plan satisfied neither 
side. When the September dead- 
line for adoption of a master 
plan arrived, the Nevada mem- 
bers of the governing board 
blocked passage on grounds that 
any proposal for public acqui- 
sition of the 34,000 acres had to 
be legally defensible before 
they'd buy it. 

Approval of compromise. The 
TRPA board then put its own 
freeze on new construction in 
the basin until a plan was 
adopted. It ousted the already 
deposed planning director 
Smith, and named Heikka to 
replace him in carrying a plan 
through to adoption. 

In the plan finally adopted 
in December, rRPA reinstated 
the land capabilities map along 
with the units-to-acre map, 
having approved changes. 

Boise's reaction. The com- 
promise is seen as an "overall 
step forward for the overall 
benefit of Lake Tahoe" by Rob- 
ert Desky, attorney for Boise 
Cascade, whose Incline Village 
will be markedly affected by 
the plan. “It puts a financial 
burden on us, but we can live 
with it. 

“It’s still being attacked by 
both sides. I guess that makes it 
agood compromise." 

Some 3,400 acres of the 9,000- 
acre Incline Village develop- 
ment, on steep slopes above the 
lake, fall into the 1% impervi- 
ous-coverage zone, and the com- 
pany is exploring the possibility 
of trading all or part of this 
acreage for surplus federal prop- 
erty outside the Tahoe basin. 

The central part of Incline 
Village is largely unaffected, 
although Desky says new de- 
velopment will have to be 
"more innovative in design and 
densities may be reduced." 

Boise Cascade and other large 
land owners at Tahoe—Dilling- 
ham Corp, Southern Pacific 
Co. and Fibreboard Corp.— 
have generally stayed on the 
sidelines in the conflict over 
development of the master plan. 

League's lesson. Even though 
the League to Save Lake Tahoe 
now finds itself—somewhat to 
its surprise—praising the 
TRPA plan as a "good job," ex- 
ecutive secretary Steve Brandt 
calls the Tahoe experience “а 
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lesson in how not to set up 
regional governments in the 
future." 

The TRPA governing board has 
four at-large members from the 
two states, but none has taken 
any leadership in representing 
the public at large, Brandt 
charges. 

In practice, he declared, the 
six-man majority from the six 
local jurisdictions—five coun- 
ties and the city of South Lake 
Tahoe—ended up ап eight-man 
majority in favor of local in- 
terests, since the two Nevada 
state representatives live and 
work in local Tahoe jurisdic- 
tions. 

A forgotten public. Brandt 
pleads the case of a broader 
public, the people of the entire 
country. They own half the 
basin through the federal gov- 
ernment, he points out, and they 
have no voice at all. 

Brandt also notes that only 
one board member was elected 
by the people who actually live 
at the lake. That was the mem- 
ber from South Lake Tahoe. 

The county seats that pro- 
vided most of the other mem- 
bers, Brandt says, are all some 
distance from the lake in both 
a physical and cultural sense, 
and he adds: 

"The people who pay more 
than 60% of the property taxes 
at Tahoe, the second-home own- 
eis, have no vote other than as 
the state appointees may repre- 
sent them." 

The winners? "So who is 
represented by the Tahoe re- 
gional planning agency?" Brandt 
asks. 

His answer: “By virtue of its 
makeup and performance . . . 
the conclusion must be that 
those represented are the remote 
county seats who want more 
property tax income, the land 
developers who are organized 
to achieve their ends and the 
casino-commercial interests of 
Nevada." 

Meaningful regional govern- 
ment should show representa- 
tion from three groups, Brandt 
believes, possibly equally: of 
residents and taxpayers of the 
area; of the user public, nor- 
mally the people of the state and 
of the broader public—the peo- 
ple of the country. 

—MARGARET К. DROSSEL 
McGraw-Hill World News, 
San Francisco 
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It's a very historic bathroom—Mount 
Vernon by Williams. 

An excellent example of the sales- 
influencing beauty of Williams 
bathroom furniture. 

Period elegance is combined with 
modern utility. 

Mount Vernon is just one of many 
Williams styles in stock at your 
distributor for immediate delivery. 
Williams gives you a complete, 
top-quality package at modest cost. 
Cabinets, tops, medicine cabinets and 
mirrors, and lighting arrive all 
together, ready to install. Cultured 


marble tops are available in white and 
three colors with integral bowls. 
Women love Williams bathrooms. Put 
them in your custom and spec homes 
and in apartments and townhouses. 
See all the Williams styles. Write for full 
color catalog and the name of your 
nearest distributor. 


WILLIAMS 


| 
| | 
N p/ 4 
те” RUTT-WILLIAMS Leader In Fine Cabinetry / 1536 Grant Street. Elkhart, Indiana 46514 / Division of Leigh Products, Inc. 
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Reynolds Aluminum: We've just invested 
$12 million to prove we mean business. 


© 0-2 


We've been a leader in the building products business for a 
long time. But we're always setting new goals for ourselves. 
Like devising new ways to improve our services. Like 
expanding our new product development. Like giving you 
building products that are years ahead of their time—in 
quality, material and design. To prove we mean business, 
we recently put up $12 million for the world's most modern 
aluminum building products plant. 

Located just outside Columbus, Ohio, it features the new- 
est in machinery and equipment—plus the most exacting 
production and quality controls in the industry. With 270,000 
square feet bringing you a complete line of top-quality 
aluminum building products. 

Reynolds Aluminum American Classic™ Siding in a full 
range of colors and styles. Including new Shadowgrain'M 
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siding—for the practicality of aluminum and the warm look 
of wood. New Climate-Guard™ thermal barrier doors and 
windows—the most important improvement in fenestra- 
tion products since the development of insulating glass. 
And new Classic Shingle-Shakes'™—with one of the tough- 
est coatings that ever fought back the elements. 

And the same care that goes into these new Reynolds 
products is built into every American Classic building prod- 
uct: color-coordinated gutters and downspouts, shutters 
and trim, columns, soffit and fascia. 

For more information on Reynolds American Classic 
Building Products and how Reynolds can work for you, 
write or call Jim Waters, Reynolds Metals Company, Archi- 
tectural & Building Products Division, 325 West Touhy 
Avenue, Park Ridge, Illinois 60068. 


And here's what it means to you. 


Reynolds complete line of 
American Classic Siding 

in a full range of colors and 
styles. Featuring new 
Shadowgrain siding: 
Tem-TufTM aluminum 

with a double-baked 
two-coat DuPont acrylic 
finish... for the deep- 
embossed warm look 
of wood. 


Colorweld® soffit and 
fascia, gutters and 
downspouts. In a full 
range of long-lasting 
coordinated colors 
to meet most building 
and remodeling 
requirements. 


тш 
ч 


Easy-to-install load- | 
bearing Reynolds 
Aluminum columns. They 
can be delivered 
immediately, and at less 
cost than wood columns. 


МА Aluminum shutters and trim. 
Color-coordinated to complement the American Classic 
line. The perfect match for Climate-Guard windows. 


Faster, more complete building Distinctive new Reynolds Aluminum Classic 
products service. Backed by a Shingle-Shakes with a specially formulated, 
All-new Climate-Guard nationwide network of extra-tough finish. For roofing or sidewalls, 
aluminum doors and windows with Reynolds Aluminum Service Shingle-Shakes won't warp, rot or split. 
Reynolds exclusive Climate-Guard thermal barrier. Centers and Distributors. Call 
Designed for superior protection against your Reynolds man for all your 


for better building products in 
ALUMINUM 


Architectural & Building Products Division * 325 West Touhy Avenue . Park Ridge, Illinois 60068 + (312) 825-8811 


wind, cold and condensation. building products needs. ез REYNOLDS 
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EWS/FINANCE 


Housing stocks up 


House & НомЕ'з composite 
index of 25 leading housing 
issues jumped to 533.64 from 


491.37 
February 2. 


in the month ended 


The mobile homes section 
led the advance again, moving 
to a new peak of 1,598 from 
1,367. The five representative 
mobile home issues are now 
worth approximately 16 times 
their value in January 1965, 
when share prices for the five 
were equated with a base figure 


of 100. 


4001 


SHARE PRICI 


division: 


Builders 

Land Develop. 
Mortgage cos. 
Mobile homes 
S&Ls 


OF JANUARY 4965... 


rae? IMAMI ЈА 499 т FAT т A 
59 70 7% 


The 25 issues оп the com- 
posite are overprinted in yellow 
in the tables at right. Here's 
the composite trace. 


53364 


sOxP;F 


How the top five did in each 


Feb.'71 Jan.'72 Feb.'72 


476 
551 
664 


574 
524 
915 


561 
615 
994 


700 1,367 1,598 


175 


194* 


197 


* Revised from 195, and composite index 
for January revised from 492.23 to 491.37. 


Feb.2  Chng 

Bid/ Prev. 
Company Close Month 
BUILDING 
Alodex 8% 
AVCO Community Devel." 5 -5 
American Urban Corp." 5% +k 
Behring Corp." да + и 
Bramalea Cons. (Can.) 4% +» 
Building Systems Inc 20 - 4% 
Capital Divers. (Can )* 78 + 27 
Centex Corp. 33% +1 
Christiana Cos." 8 +1 
Cons. Bldg. (Сап)... 230 + 65 
Dev. Corp. Amer." 35% + 3% 
Dev.Int. Corp. ..... 10% + зи 
Edwards Indus. ` 8% +% 
First Nat. Аку" 2% + % 
FPA Corp. .. ^ Е 11% + 2% 
Fr Corp. tires ПОЙ + VW 
Gil Development ... 1% + и 
Hallcraft Homes ................. 27 + зи 
Hoffman Rosner Corp. ......... 10% - ти 
Homewood Corp.* . 21% + в 
Hunt Building Marts ........... 9% +% 
RAY COP ce д. АҚ +h 
Leisure Technology" ......... 24 + 25 
McCarthy Co." ... b TTE 
McGrath Corp.™ 6% - % 
McKeon Const.” ......... 28% + 5% 
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Feb.2 Сһпд. 

Bid/ Prev. 
Company Close Month 
H. Miller & Sons .................. 124 + % 
National Environment 1% - и 

(Sproul Homes) 
РА ERE UL +6 
Presley Development" ........ 23% + 1% 
Pulte Home Corp................. 15% +3 
Robino-Ladd Со... 18% + 1% 
Ryan Homes’ 28% + и 
Ryland Group? ......... 28% - 1% 
Shapell Industries* „+ 195 - 1% 
Shelter Corp. of America 2% - % 
Standard Pacific" .. 7 5% - и 
3-H Building Corp. : 12 +1 
Universal House & Devel." “a ocu 
US. Financial .......... . 3% - 1^ 
\„ + 


Western Orbis" 4% + и 
Wyandotte Indus." г 4% 

(First Hartford) 
SAVINGS & LOAN ASSNS. 


American Fin. 
Calif. Fin. 


First Lincoln Fin. 
First S&L Shares" 
First Surety 
First West Fin. 
Gibraltar Fin." : 
‘Great West Fin.“ ............... 28% + % 
Hawthorne Fin. 15 - я 
rans-Coast Inv. ...... 
Trans World Fin. к 1238 + 1А 
Union Fin." 12% + 1% 
United Fin. Cal. 11% + 1% 
Wesco Fin. 18% + 1% 
MORTGAGE BANKERS 
Charter Со” - 4138 + 9% 
CMI Investment Corp." 58% +10% 
Cont. Illinois Rity.“ 33% + и 
Excel Investment 17% + 3% 
Fed. Nat. Mtg. Assn. 2. 100M - 2% 
First Mtg. Ins. Co. : 15 3 
Midwestern Fin." 24% + 1% 
Mtg. Associates 44 + 5% 
Palomar Fin." t 11% + и 
UPI Corp." 2% + и 
(United Imp. & Inv.) 
MORTGAGE INV. TRUSTS 
Alison Mtg.” 26 - % 
American Century" .. 26% + # 
Arlen Property Invest. 15% +1 
Atico Ма, 22% - № 
BankAmerica Rity. 27% + я 
Bernett Mtg. Tr. 26% - 1% 
Beneficial Standard Mtg." 2418 + и 
Cameron Brown 31% - 1% 
Capital Mortgage SBI . 2 - 1% 
Chase Manhattan’ ... . 53% - и 
Сі Mortgage Group‘ 24% + 14 
Citizens Mtg." нын c AM + %4 
Citizens & So. RIty. Ert ИРА 
Cleve Trust Rity. Investors 19% - и 
Colwell Mtg, Trust” 28% - % 
Conn. General“ ; = 28 = Ve 
Cousins Mtg. & Eq. Inv." 22% - 1% 
Diversified Mtg. Inv. 27% - % 
Equitable Life* 27% - 2% 
Fidelco Growth Inv." 3434 - ги 
Fidelity Mtg." . 25% + 1% 
First Memphis Re: АТ 23% + и 
First of Denver”... 20% + 1% 
First Pennsylvania“ ... 28% + ти 
Franklin Realty ^ % - % 
Fraser Mtg. 27% -1%й 
Galbreath Mtg. 27% - 1% 
Great Amer. Mtg. 31 + 1% 
Guardian Mtg.” .. 42% +h 
Gulf Mtg. & RIY." ............ 18 - У 
Heitman Mtg. Investors ......... 15% + 2% 
Hubbard R. E. Investments‘... 21% + и 
Larwin Mtg? ..................... 29% + 1% 
Lincoln Mtg. пое 9% + % 
Mass Mutual Mtg. & Realty“... 28% - М 
Median Mtg. Investors ......... 14%4 - h 


Feb.2 Сһпа. 

Bid/ Prev. 
Company Close Month 
Medical Mtg. ..................... 30% + 2% 
Mony Mtg. Inv. .......... 1258 = я 
Mortgage Trust of Amer. .. 23% - 1% 
North Amer. Ма. Inv. ......... 34 + 1% 
Northwestern Mutual Life Mtg. 

Le he 25% + V 
PNB Mtg. & Rity. Investors"... 268 + 134 
Palomar Mtg. Inv." . 16% - и 
Penn. А. E. Inv. Tr." 13 + и 
Realty Income Tr.” 16 + м 
Republic Mtg.” . 19% + и 
B. F. Saul, RET. 22% +1% 
Security Mtg. Investors" 17% + 1% 
Stadium Realty Tr. 12% + 1% 
State Mutual SBI" 24% + 1% 
Sutro Mtg." .... 200 - и 
Unionamerica Mfg. & Eq." 208 + и 
U.S. Realty пу”... 195 + я 
Wachovia Realty Inc. 30% - 2% 
Wells Fargo Mtg. 21% - и 
LAND DEVELOPERS 
All-State Properties ............ 1% ....... 
American Land‘ ......... ДЕ. 
pn - od js * Ж 
Atlantic Imp. 4% + я 
Canaveral Int.” + 5% + 1% 
Cavanagh Communities ...... 8% + 1% 
Crawford C. 5 + % 
Disc. Inc. Ж 2% = и 
Don the Веасһсот! 

Ent. (Garden Land) ..... 4% + и 
eGen. Development’ ........ 27 +1 
Gulf State Land and Ind.” .. 4% + %4 
Ce uuu 2 oo X M 
Horizon Corp. S 53% + 8% 
Land Resources ........... 4% + м 
ane oen бімен. 104 + & 
Southern Rity. & Util.” .. 8 + 3% 


MOBILE HOMES & MODULES 


Conchemco” ............ 18% + м 
*ChampionHomeBldrs^.... 578 +16% 
Commodore Corp.” .. . 15% +2 
De Rose Industries” .. 11% * 2% 
«Неемоод .............. 4% + 6% 
Golden West Mobile Homes^. 18% * 3^ 
*биегйоп”..................... 308 + 2 
Mobile Americana : 16% + 6% 
Mobile Home Ind.” 48 *123 
Monarch Ind. . я 5% + и 
‘Redman 0. 308 + 5% 
Rex-Noreco" 18% 
*5куйпе© sss 5% +2% 
Town & Country Mobile" 13% + зи 
Triangle Mobile 8% - и 
Zimmer Homes" 194 + 3% 
Albee Homes зи - и 
AABCO Ind. » 
Brigadier Ind. би +2% 
Environmental Systems 15% +5 
Hodgson House 6% + м 
Liberty Homes 20% + 4% 
Modular Dynamics 1 
Modular Housing Systems 15% + 2% 
National Homes* 28% - 3% 
Nationwide Homes" 14% - 1% 
Shelter Resources " 11% + 1% 
Stirling Homex 18% - 1% 
Swift Industries 3% + и 
DIVERSIFIED COMPANIES 
Amer. Cyanamid' 35% 2% 
Amer. Standard 16% + 1% 
(Wm. Lyon) 
Arlen Realty & Develop.' 20% + 3% 
AVCO Corp. 18% + 1% 
Bethlehem Steel“ 17 314 + 1% 
Boise Cascade* ses 19% + 1% 
CNA Financial (Larwin)* 23% - М 
Castle 8 Сооке“ 19 * 25 
(Oceanic Prop.) 
CBS (Klingbeil) 54 + 7% 
Christiana Securities . 134 +12 
Citizens Financial" ..... 16% +3 
City Investing* 20% +1 
(Sterling Forest) 
Corning Glass* 212 +27% 
Cousins Properties 27 + 1% 
Dreyfus Corp. e ARE + % 
(Bert Smokler) 
Evans Products“ з 22% - 2% 
Ferro COS ................. 339 + 1% 
First Gen. Resources ......... 2M =A 
Fischback & More* 47% + 4% 
Forest City Ent.” ... 26 + 1% 
Flagg Industries " 12% +1” 


Feb.2 Сһпд 
Bid/ Prev. 
Company Close Month 
Fruehauf Corp. . Р 39 - и 
Еџаџа REIS 24% + ги 
Georgia Pacific’ ..... 43% - ^ 
Glasrock Products" ,.......... 8 + 1% 
Great Southwest Corp. .... 2% + 1% 
Gulf Oil (Gulf Reston)* 25% - 2% 
INA Corp. (M. J. Brock) 47% - 1% 
Inland Steel“ (Scholz) 34% + и 
International Basic Econ. 64 - +% 
International Paper* 34% c» 
Internat. Tel. & Tel. 64% + 65 
(Levitt) 
Investors Funding" s 11% + 1% 
Killearn Properties" 15% + 2% 
Leroy Corp. ...... 2% + и 
Ludlow Corp. ..... ; 3234 + 2% 
Monogram Industries‘ 16% + 4% 
Occidental Petroleum 12% - и 
(Occ. Pet. Land & Dev.) 
Pacific Coast Prop." 3% + й 
Perini Corp." 5% + MW 
Philip Morris" 7245 +1% 
Prosher Corp... 3% + м 
Rouse Со. 298 +h 
Santa Anita Consol. 25% - 3% 
(Robt. Н. Grant Corp.) 
Sayre & Fisher’ 2% + % 
Temple Industries“ 24% - % 
Tishman Realty“ 19% - 1% 
Titan Group Inc. 3% + % 
UGI Corp. 2% + и 
Uris Bldg. ... 3 15 - 15 
U.S. Ply-Champion* 27% - ги 
(Lewers & Cooke) 
Weil McLain” 27% + 1% 
Westinghouse" 45 - % 
(Coral Ridge Prop.) 
Weyerhaeuser‘ 454 +% 
(Weyer. Real Est. Co.) 
Whittaker (Vector Corp.)* 13 + 2% 
Wickes Corp. 47% -3 
SUPPLIERS 
Alpha Portland Cement 17% + %4 
Armstrong Cork* 39% -3 
Automated Building Comp." 4% + 1% 
Berven Carpets" 31% > 2% 
Bird 8 Son 104 +20% 
Black & Decker* 86% + 6% 
Carrier Corp: 48% + 2% 
Certain-teed ° 46% - 5 
Crane“ 50 + 6% 
Deere“ . а 54 *3 
Dexter* : 16% - 1% 
Dover Corp. 54% - 1% 
Emerson Electric“ 814 + 1% 
Emhart Corp." 32% - 2% 
Fedders* Е 424 - м 
Flintkote * 30% - 1% 
GAF Corp: .... 24 + № 
General Electric’ 61% -1 
General Motors* 79% 
Gerber‘ 40% + 1% 
Goodrich“ 304 +1% 
Hercules 56% + 3% 
Hobart Manufacturing* 65% +1 
Int. Harvester’ 5 30% + 1% 
Johns Manville“ 37 -3 
Kaiser Aluminum‘ 18% - 1% 
Kirsch* 43% 
Leigh Products " 23% +2 
Magic Chef“ 494 +8 
Masco Corp." 38% - и 
Masonite Corp. 63 + и 
Maytag‘ 42% + 29 
Modern Maid" . 9% + м 
National Gypsum* 19 - а 
Norris Industries“ 47% + 65 
Omark Ind," 12% - и 
Otis Elevator’ .. 41 +» 
Overhead Door” 32% - 1% 
Owens Corning Fibergl." 55% + 1% 
Potlatch Forests‘ 25% + 1% 
PPG Industries“ 43% - % 
Reynolds Metals‘ 1% - % 
Rockwell Mfg." 29% + 1% 
Rohm Haas‘ 139 %27% 
Ronson* 8 + 1% 
Roper Corp. 33% - и 
St. Regis Paper* 38 + oW 
Scovill Mig.” 29% +3 
Sherwin Williams“ 47% + 1098 
Skil Corp." 24% - м 
Stanley Works* 344 + 2% 
Tappan' 36 + 7% 
Thomas Industries“ 29% + 3% 
U.S. Gypsum" .. 27% -mM 
US. Steel“ 32% + 1% 
Wallace Murray“ 224 - 1% 
Welbilt Corp: ..... 4% + й 
Whirlpool Corp." 94% -1% 


a—stock newly added to table. b—closing price ASE. c— 
closing price NYSE. d—not traded on date quoted. g— 
closing price MSE. h—closing price PCSE. -—Computed 
in HOUSE 8 HOME s 25-stock value index. y—adjusted 
tor 2-tor-1 split. z—adjusted for 3-for-1 split. 

Source: Standard & Poor's, New York City. 


Caradco C-100' 


WINDOW 


Before C-100’came along 
windows could be a pain. Like 
having to climb ladders or not 

being airtight. Our C-100'did 
away with such nonsense. 
The sash lifts out for easy 
inside cleaning, then snaps 
back weathertight. What 
keeps it tightis something 
you get only from 

Caradco: stainless steel 
weatherstripping with proven 
trouble-free performance. So 
you can forget call-backs, 
enjoy reduced on-site labor 
costs. Factory treated and 
primed, too. Itlooks great. And 
it's a complete package— 
grilles, storm panels and 
screens. Now the clincher: 
C-100'carries a competitive 
price. No wonder so many 
builders are switching to 
Caradco. 


Main Plant, Dubuque, lowa 52001 Eastern Assembly Plant, Hainesport, New Jersey Ohio Assembly Plant, Columbus, Ohio 
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Trintessa! 


The shower one man can 
put up in no time flat. 


а” 


No tile. No grout mess. 
can put up the FORMICA?* walls and 
Molded Stone? base quickly and eco- 
nomically. And leakproof construction 
gives years of customer satisfaction. 


Trintessa? shower units come completely packaged for a 
fast one-man one-trade installation. The Ув-іпсһ Formica® 
brand laminate walls install dry—no mortar, no mess. 
Molded Stone® base has factory-installed stainless steel 
drain that can't leak. Simple corner moldings snap in for a 
finishing touch. And Trintessa showers come in nine differ- 
ent color combinations and three sizes for extra customer 
appeal. Ask about Trintessa . . . the “по-Ше” shower. Con- 
tact your Fiat representative or write Dept. HH-3. 


QUALITY BY DESIGN 


Cm та 


FORMICA CORPORATION 


© 1972 Cincinnati, Ohio 45202 • subsidiary of 
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NEWS/PEOPLE 


Successor sought for Fed's Maisel 


The term of Sherman J. Maisel, 
often described as the housing 
industry's closest friend on the 
board of governors of the Federal 
Reserve System, expired last 
month. 

Maisel was appointed in 1965, 
and he would be eligible under 
the law for a new term of 14 
years. President Nixon has in- 
dicated, however, that he wants 
to make another appointment. 

Maisel will serve until the 
President appoints and the 
Senate confirms a successor. 
He will then move to the Center 
for Advanced Study of Behav- 
ioral Sciences at Palo Alto, 
Calif., on the Stanford Uni- 
versity campus, to write a book 


Two-year term for 


Jerome D. Hoffman, who par- 
layed the 1966 credit crisis into 
$1 million in fees from real 
estate brokers, builders, archi- 
tects and others desperate for 
mortgage financing, changed 
his plea to guilty last month 
on a 32-count federal grand 
jury indictment charging Ной- 
man and his two former New 
York corporations with using 
the mails for fraud. 

Judge Frederick van Pelt Bryan 
of the U.S. District Court for 
the Southern District of New 
York sentenced him to two 
years imprisonment and a 
$1,000 fine. 

The two corporations, Insti- 
tutional Monetary Corp. and 
Criterion Marketing Report 
Inc., were fined $1,000 each. 

Change of plea. Last May 
Hoffman had pleaded not guilty 
to the grand jury indictment 
charging that he, Institutional, 
and Criterion had defrauded 
more than 500 persons of $1 mil- 
lion in the mortgage-financing 
scheme |Мем5, July 71. 

According to the indictment, 
Hoffman and Institutional Mon- 
etary Corp. solicited mortgage 
applications by mail, charging 
the applicants fees of $550 to 
$750 to inspect their property. 

Non-delivery. When appli- 
cants tried to complete the loan, 
the indictment charged, Ной- 
man told them they needed a 
report from Criterion. These 
studies, conducted by some of 
the most reputable persons in 
the mortgage business, cost 
from $2,500 to $25,000. Some 


1 


P. 


Fep’s MAISEL 
He'll linger awhile 


on the Fed’s operations. 

The Senate has just approved 
the President’s nomination of 
John E. Sheehan of Louisville to 
replace William W. Sherrill, 
who resigned from the board 
Nov. 15. 


Jerry Hoffman 


300 applicants paid a total of 
$751,000 for them. Payments 
for these reports plus the ap- 
plication fees came to about 
$1 million. 

The only catch was that, no 
matter how favorable the re- 
port, Hoffman couldn't deliver 
the financing. On requests for 
$1.1 billion, according to Attor- 
ney General Louis J. Lefkowitz 
of New York, Hoffman arranged 
only $4.3 million in financing 
for three applicants. 


All-electric homes win 
test in Supreme Court 


The Supreme Court has refused 
to act on a gas supplier’s chal- 
lenge to an electric utility's 
right to use special rates to 
promote all-electric homes. 

The Columbus (Ga.) Gas 
Light Co. tried to test the rates 
with an antitrust case against 
Georgia Power and its holding 
company, the Southern Co. The 
suit charged that residential 
and underground wiring plans 
and budget billing procedures 
were intended to promote use 
of electricity instead of gas 
and constituted bribes to con- 
tractors to build all-electric 
subdivisions and apartments. 

Two lower courts ruled that 
such rates are immune from at- 
tack under federal antitrust 
laws because they have been 
approved by state regulators. 

The Supreme Court declined 
to review the next lower court's 
decision. 


Take standard Kitchen Kompact 
cabinets, add a butcher block 
top, and what do you have? The 
Sandwich Bar (inset) —the new star 
of the kitchen, that's what! We 
used our Glenwood cabinets and 
shelving to create this culinary 
center, just as our standard cabinets 
and counter tops compose the Wet 
Bar (shown). 

It's easy to put together an 
imaginative, beautiful kitchen when 
you start with versatile Kitchen 
Kompact cabinets. They're strong, 
sturdy and set to go anywhere at 


a moment's notice, in a wide 
variety of sizes. Available in two 
“family-proof” finishes, they're 
practically maintenance-free — you 
get built-in sales appeal with our 
pre-built cabinets. Kitchens sell the 


home or apartment, and Kitchen 
Kompact cabinets sell the kitchen 

Look for the Kitchen си, 
Kompact distributor 
nearest you in the c ar is 
Yellow Pages, or write 
Kitchen Kompact, KK 


Plaza, Jeffersonville, Born! 
Indiana 47130. 
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Your Project and 
Our Financing 
Can Go Together 
Like Ham ‘N’ Eggs 


(Or why Associated can bring home the bacon) 


You can get all kinds of commercial loans from 
us. Big loans. Little loans. Construction loans. Per- 
manent loans. АП the usual loans—apartments, shop- 
ping centers, industrial parks, etc. 

We also have the ability to structure “unusual” 
loans. Like gap loans. And wrap-around loans. 

We have the money and the know-how because 
we have the investors and the skilled people. We're 
big. Big enough to have over 300 investors nation- 
wide. Big enough to have 41 offices across the nation. 
Big enough to handle upwards of $20 million in loan 
applications on a given day. Big enough to have our 
own commercial loan placement office in New York. 
And big enough to finance a project anywhere in 
the country. 

To talk business, talk to Jim Innes at (609) 365- 
4550. He's our national coordinator. Or call the As- 
sociated company nearest you. 

You'll like our language. Money talks. 


mm. 


А Subsidiary of First Pennsylvania Corporation 


Associated Mortgage Companies, Inc., 518 Market Street, Camden, М.). 
(609) 365-4550 


Associated-East Mortgage Co., Camden, N.J. (609) 365-4550 
Associated-Midwest, Inc., Cleveland, Ohio (216) 831-1325 


Associated Mortgage Companies of Virginia, Inc., Hampton, Va. 
(703) 838-1600 


The Berens Companies, Washington, D.C. (202) 333-8600 


Overland Associated Mortgage Co., Kansas City, Missouri 
(816) 221-9100 


Pringle-Associated Mortgage Corp., New Orleans, La. 
(504) 486-5501 


Southern Mortgage Company, Columbia, S.C. (803) 779-5880 
Mortgage Sales and Placement: 
AMCO Investor Services, Inc., New York City 
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NEWS/PEOPLE 


Bill Levitt stepping out of ITT 


William J. Levitt, who has 
reigned virtually unchallenged 
as the king of American home- 
builders since World War II, 
is retiring. 

Levitt attained his parent 
company's mandatory retire- 
ment age of 65 on February 11. 

The parent, International 
Telephone & Telegraph, an- 
nounced the retirement and 
said the successor would be 
Gerhard R. Andlinger. He takes 
Levitt's posts as chairman and 
chief executive of ITT Levitt & 
Sons Inc., the parent of the 
Levitt group of six homebuild- 
ing concerns and of Levitt & 
Sons Inc., the subsidiary that 
builds the group's single-family 
houses. 

The new man. Andlinger re- 
turns to ITT from the Esterline 
Corp. of Boston, a diversified 
manufacturer of precision and 
medical equipment. He had 
been an ITT executive from 
1960 to 1968. 

ITT acquired the Levitt group 
in 1968 but, under a consent 
decree signed July 31, 1971, it 
agreed to divest itself of the 
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Levitt’s ANDLINGER 
Into biggest builder’s chair 


Levitt companies by 1974. 

Levitt’s return. Levitt him- 
self had been inactive in his 
companies for three years when 
Richard M. Wasserman resigned 
as president and chief executive 
of ITT Levitt last April. Levitt 
returned from abroad to become 
president and chairman. He 
named Louis E. Fischer as 
president in September but re- 
tained the titles of chairman 
and chief executive. 

Levitt recently disclosed that 
he was the head of a group that 
had acquired Parkway Distribu- 
tors of Boston, a drugstore 
concessionaire. 


Mike Tenzer takes on new Larwin post 


He is now president of the com- 
pany’s single-family housing di- 
vision, which is building com- 
munities in California, Illinois 
and in the New York-Washing- 
ton corridor. 

While holding the newly cre- 
ated post, Tenzer remains presi- 
dent of Larwin Realty and the 
Larwin Home Center. He is a 
vice president and a director of 
the parent, The Larwin Group, 
itself a subsidiary of CNA Fi- 
nancial Corp. of Chicago. 

Tenzer joined Larwin in 1963 
as vice president and director 
of marketing. He was named by 
House & Home as one of the 
homebuilding industry’s top 
performers in 1968 in recogni- 
tion of his inventive market- 
ing technique. 


LENDERS: Carter Burgess has 
resigned as chief operating of- 
ficer but remains as chairman 
of the National Corporation for 
Housing Partnerships, the joint- 
venture facility set up to help 
private industry build low-cost 
housing. The executive com- 
mittee has recommended 
George DeFranceaux, the cor- 


LARWIN'S TENZER 
Another presidency 


poration president, as chief ex- 
ecutive. .. The Federal National 
Mortgage Assn. has appointed 
Lester P. Condon, а нур of- 
ficial, to the new post of ex- 
ecutive vice president for man- 
agement and operations. Fanny 
May’s executive vice president, 
William B. Ross, becomes ex- 
ecutive vice president for fi- 
nance. 


DIED: Robert W. Murray Jr., 57, 
House & Home associate editor 
1954-64; нир deputy director 
of public affairs 1966-9, later a 
HUD information officer, of can- 
cer at home in Washington. 


CR 


' There is a redwood 
| for modulars. 


Simpson Ruf-Sawn 
redwood plywood. 


Ruf-Sawn has the rich, natural warmth that has 
long made redwood the favorite for custom homes 
and prestige commercial applications... plus all 
the advantages of modular panel application. Be- 
cause your modules will look better... longer... 
when you use Ruf-Sawn, your customers will be 
easier sold and will remain satisfied, which brings 
repeat business. 

Simpson Ruf-Sawn redwood plywood offers 
many advantages in addition to handsome appear- 
ance. It provides in-transport racking strength with- 
out sheathing or corner bracing. It comes in the 
sizes, grades and patterns to fit your needs, how- 
ever varied they may be. It has redwood's natural 
durability and weathering properties, resisting sur- 
face checking. And no other wood product takes 
and holds paints and stains better than Ruf-Sawn. 

Find out for yourself how Simpson Ruf-Sawn 
matches up with your production needs. Call or 
write: Simpson Timber Company, 2000 Washington 
Building, Seattle, Washington 98101. Area Code 
206-682-2828. 
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MOD-24 Architect: Donald MacDonald, А.І.А. Above unit built by 


Simpson 
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Here are 
П пее 

ideas оп 
high 
density | ELT 
from PPG. "Ент = 


given a new dimension with a layout like 
this to permit serving to the outdoors. 


| i ә Ф 
The light “stealer.” Clerestory glass The bright bath. Good overhead lighting 6 The cheerful dinette. A window wal 
(upper right) borrows light from this cheerful and canted wall mirrors brighten and a glass return wall offer bright 
living room for an adjacent bedroom. this bath and give it an illusion of more space. but intimate views of a private court. 


You can 
get hundreds 


If you'd like more ideas for your high-density 


plan, send the coupon for PPG's new 48-page, 
more ОГ full-color brochure—''PPG Lifestyle/70s.'' 
See how PPG Twindow® insulating glass, 
= High-Fidelity® mirrors, Herculite® K tempered 
safety glass and PPG tinted glass can open up 
jus m your plans—open up the potential for sales, 
rental and profits. 


' 
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PPG Litestye/M= PPG Industries, “РРС Lifestyle/70s” 
Department HH-23 n" 

One Gateway Center 15), 
Pittsburgh, Pa. 15222 


Gentlemen: Please send me a free copy of 
"PPG Lifestyle/70s"' at the following address: 


Name 
Address 
City State Zip 


The glass A-frame. Glass walls of an A-frame 
fourplex unit wrap around an enclosed courtyard 
to provide indoor-outdoor living with complete privacy. 


The front-door merchandiser. A totally glass enclosed vesti- 
= bule and waiting room in an apartment building are unique 


esign details that can be a successful front-door merchandiser. 


J The spacious owner's suite. A full 
structural mirror wall in this town- 
ouse bedroom doubles the spaciousness. 


The dramatic stairwell. A private 
court turns inward to brighten this 


ntry and stairwell, as well as inside rooms. 


The sunlit townhouse. This entire two- 
story townhouse plan is designed around 


a glass-enclosed atrium-type courtyard. |» 


The year-round pool. 
indoor-outdoor pool; makes year-round bathing possible. 


A retractable glass wall creates an 


KEY TO PHOTOS: 1, 8: Coronado Cays, San 
Diego, Calif. Developers: Cedric Sanders Corp. 
and Signal Properties, Inc. 2, 6, 11: Oak Creek, 
San Francisco, Calif. Developer: Gerson Bakar & 
Assoc. 3: Sixty-01, Seattle, Wash. Developer: 
W-O Associates. 4, 5: The Meadows, Los 
Angeles, Calif. Developer: Ring Brothers Corp. (a 
subsidiary of Monogram Industries, Inc.) 7: The 
Bluffs, Newport Beach, Calif. Developer: George 
M. Holstein & Sons. 9: L'Atriums, Dallas, Texas. 
Developer: Devane Clarke & Assoc. 10: University 
Park/Village Three, Los Angeles, Calif. 
Developer: Stanley C. Swartz Co. 


| PPG: a Concern for the Future 


1 The effective environment. Glass walls 
overlook a private patio and pool. An effective 
technique for merchandising the environment. 


CIRCLE 79 ON READER SERVICE CARD 


See you at 
Booth No. 312 
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5 > ; Е Three-bedroom units are family-size. 
= + = DER 22208 а Note that bay windows аге also used for 


Bay windows, a San Frencisco tradition, are cantilevered over the front garage doors. Other parking is reached via entry at тек rear apartments. 
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Nine family-size apartments get built-in privacy 


on a tight urban site ең к 
EB 
| 
| 


PHOTOS: JOSHUA FREIWALD 


The privacy stems from the BN EBD 
building's shape—a modified Це 

Н, turned on its side—which [s 
isolates the apartments iA 
from adjoining buildings as 1“ 
well as from each other. 
S | Except for the street eleva- 
N | қ tion all views turn in to the gror RECREATION 
= ; 8 | private side and rear recrea- 

tional courts. So even though Q 

the buildingis tightly wedged 
into its 52'x137' San Fran- 
cisco site, its occupants bene- 
fit from a much less urban 
atmosphere than would be 
possible with a more conven- 
tional design. 

Each apartment is house- 
size with approximately 
1,400 sq. ft. of living space. 
And floor-to-ceiling win- 
dows and 8%” ceiling heights 
add dimension to the units. 
All but one apartment—the 
one over the building's en- 
tranceway—have private bal- 
conies. And inside parking 
is available to each resident. 

The building was designed 
by Robert H. Chan, AIA. 
Gene Marchi was the builder. 


Ground level is used for tenant amenities: 


Side courtyard, seen from recreation room (see ground level plan, right) provides a 
view for six units. It leads to street entrance (background, photo, above |. 
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indoor and outdoor recreation, garages 
and storage. 


CONGRATULATIONS. 


YOU'VE JUST RUN INTO THAT BRICK WALL. 


That one you've been looking for. Real clay 

brick. But on panels totaling 3/4" thickness. 
And at 4.7 pounds per square foot (panel 

sizes from 14 sq. ft. to 32), it's the kind of 


wall that's easy to put up, put on. 

Put it on in the factory or in the field and 
no one will be able to tell it from hand-laid 
masonry. No joints, no "strange" corners, 
even though the whole wall is tightly jointed 
and sealed. 

Yet, in place, these panels—we call them 


“ECONOBRICK’’—cost less than hand-laid 
brick veneer. And because our brick is fired 
from real clay, you get natural non-fading 
earth tones in a wide variety of colors 
including dark and pastel tones, as well as a 
facing that stands up to impact, freeze-thaw 
and weathering. 

ECONOBRICK panels are approved for 
use by most government agencies. They are 
already in use in pre-fabricated installations 
such as modular housing and have been 
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equally successful when installed in the field. 

We'd be happy to talk to you about our free 
"in-factory" or job site installation training 
service. Just give us a call at (404) 722-6831. 
Or write us at the address below. 

This may be the first time you ran into the 
proverbial brick wall and it started something. 
Instead of stopping it. 

ECONOBRICK panels from 

Merry Companies, Inc. 


Box 1474. Augusta. Georgia 30903 
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NEWS/MARKETING 


г МАЗ? : + г өй 
Clustered houses, grouped around the common garden and pool area, create th 


e illusion of a multifamily, rather than a single-fam 


A single-family complex that borrows multifamily concepts 


At quick glance this Danville, 
Calif. project could easily be 
mistaken for a townhouse or 
condominium complex. But in 
reality it consists of ten de- 
tached homes with shared prop- 
erty lines that eliminate side 
yards. 

The houses are tightly clus- 
tered on the perimeter of the 
2.3-acre site. And there's a large 
central garden and pool area— 
as is common to many multi- 
family projects. 

This concept evolved from a 
marketing program directed at 
a specific segment of the empty 


Site plan shows how zero lot-line siting has provided a large area for the central garden 
and pool (photo, right). Three types of house plans are arranged so that most rooms 
look out on the common green area or private patios. 
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Шу, project 


PHOTOS: DON E. WOLTER 


CEEA ' 


nester market: families who en- 
joy owning single-family homes 
but not maintaining them. So, 
the project provides common 
exterior maintenance (includ- 
ing facades of the houses] 
through a home owners’ associ- 
ation, plus use of recreational 
facilities available in the 
planned unit district develop- 
ment that surrounds the com- 
plex. The houses, ranging in 
size from 1,358 to 1,766 sq. ft., 
sold for $43,000 to $49,000. 
Architect: Goetz, Hallenbeck 
& Goetze Inc.; builder: Stephen 
E. Block Co. 


Columbus Carpet of Herculon got dressed up with Roka by Kraft... 


„then got all undressed. 


Columbus Mills **Graduate" made with pile of HERCULON* 
olefin fiber took quite a dressing down. With a load of wet 
lettuce, juicy tomatoes and good, rich, Roka Blue Cheese 
Dressing. Result? The **Graduate" passed with flying colors... 
cleaned up quickly and easily. 

The stain resistance of HERCULON coupled with uncommon 
resistance to abrasion and fading, gives you the perfect carpet for 
any commercial installation. 


Roka dressing by Kraft couldn't 
make a lasting impression on 
Columbus Carpet Mills 5/64th 
gauge carpet of HERCULON. But 
“Graduate” will make a wonderful 
қ i [ү impression on your clients. 

For detailed information on HERCULON olefin fiber see 
Sweets @ Light Construction, Architectural, Interior Design 
files. Or, write Fibers Merchandising Dept. 203, Hercules Incor- 
porated, Wilmington, Delaware 19899 for free 24 page booklet. 


Specify carpet of Herculon by Columbus Carpet Mills M 
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HERCULES 
*Hercules registered trademark. 
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As we move deeper into what undoubtedly 
will be known as the decade of growth for 
the modular industry, the archaic practices 
of the construction industry move into 
much sharper focus. 

As the industry has been structured in the 
past, these restraints to any meaningful 
progress have been endured. But the nature 
of the modular industry is such that these 
same restraints cannot be tolerated. 

Progress in many areas has been and will 
continue to be slow, but progress is being 
made. Stimulated by Housing Secretary 
George Romney at the federal level, state 
governments are moving ahead with uni- 
form statewide building codes. Enlightened 
union leaders have begun to recognize the 
potential and inevitability of this new 
factory module form of the construction 
process. Pennsylvania is an excellent ex- 
ample of a state with progressive leadership 
and a building code department aware of 
change and innovation. 

However, as always there are special in- 
terest groups which oppose any change, 
viewing the possibility as a threat to their 
particular position in the present antiquated 
structure. This opposition to logical new 
regulations that permit tested innovations 
is a sure sign of insecurity and weakness. 
But such opposition is understandable de- 
spite the lack of its ultimate validity. 

It is much more difficult to understand 
opposition from persons and groups with no 
axes to grind—and where the basis for oppo- 
sition is lack of up-to-date information. 
Nowhere is this more evident than in the 
contradictory state code requirements for 
fire protection in multifamily. units. 

It has been a full century since the great 
Chicago fire in 1871, but many of our exist- 
ing state and local building codes for protec- 
tion from fire and panic are still based on 
that event. History books tell us that Chi- 
cago rose from the ashes and rebuilt the 
city in steel and concrete. So we apparently 
must assume that Chicago since then has 
been an ideal community where fires and as- 
sociated injuries and loss of life do not exist. 
We all know that’s not true. So then, what 
is the truth about construction for proper 
fire protection? 

Echoes of the past. As children we all 
learned the value of sturdy construction 
from The Three Little Pigs and The Big 
Bad Wolf. This, plus our old-world heri- 
tage of invincible castles, helped create the 
impression that masonry construction was 
somehow superior to wood frame. 


“Mrs. O'Leary's cow kicked over 
the lantern in 1871—and 
builders have been stuck with the 
consequences ever since” 


Certainly castles with 5'-thick walls 
were necessary during the wars of the 
Middle Ages; and stone houses and barns 
were more resistant to the flaming arrows 
of unfriendly Indians. 

But the Chicago Fire Department of 1871 
can hardly be compared to today’s prompt 
and efficient organizations. So, isn’t it time 
we put our codes in proper perspective— 
more in line with today’s needs and protec- 
tions. 

Our prime concern, of course, is the pro- 
tection of human lives. We need to know 
more about how fires originate, how they 
spread and how lives can be saved through 
proper design and choice of materials. We 
should stop kidding ourselves that just be- 
cause a structure has steel studs or masonry 
exterior walls, it is any more fireproof or 
protective of lives than a standard wood 
frame building. 

Cause and effect. It is no secret that most 
fires arise from human carelessness and that 
furnishings, draperies and carpeting are 
prime initial movers. Very frequently it is 
smoke and lack of oxygen, rather than 
flame, that causes death. In fact smoke, 
fear and panic are probably responsible for 
more deaths in fires than the lack of fire- 
proof construction or adequate exits. 

Let me make it clear that I am not defend- 
ing old mansions or hotels converted into 
nursing homes or cheap housing for the 
aged. The age of most of these buildings, 
and in some cases, their residents, make 
these monsters particularly susceptible to 
potential fire hazards. They definitely 
should be aggressively inspected and re- 
quired to meet adequate standards. 

It is commonly known that firemen have 
less fear about entering a burning building 
if the structure is wood frame than if the 
structure is built with light gauge steel 
trusses or if the walls are masonry. Masonry 
walls and steel framing do not prevent fires, 
nor do they retard them—after a fire starts— 
any more than does a fire-rated wall built of 
other materials. 

Eighty percent of the residential buildings 
in the USA are wood frame. Certainly, they 
are not unsafe. Most single-family, two- 
story homes have only one flight of stairs 
from the second to the first floor. Are they 
unsafe? Second-floor windows have proven 
to be adequate secondary fire exits in single- 
family homes. The same should be true in 
two-story multifamily units. 

It is easy to understand the need for rigid 
fire protection requirements in high-rise 


apartment buildings. But low-rise garden 
apartments, with adequate fire-spread re- 
sistance between every two units, are no 
more unsafe than millions of single-family 
and two-family homes. In fact they are 
safer because of more modern, protective 
electrical and heating equipment. 

The frequent requirement that heating 
equipment be housed in a fire-protected en- 
closure is based on impressions of the pre- 
World War II furnace. Today's equipment— 
with its built-in safeguards—that utilizes 
gas or electricity as fuel, hardly requires 
this superfluous protection. 

Illogical requirements. Codes requiring 
masonry fire walls rather than a perform- 
ance-rated one- or two-hour wall are restric- 
tive and discriminate against innovation. 
Other codes which allow a fire-rated wall 
other than masonry, but which require all 
structural materials such as light gauge 
steel studs to be fire resistant, do not take 
into account the fact that even untreated 
wood studs will withstand higher tempera- 
tures than light gauge steel. 

The frequent requirement that exterior 
walls be solid masonry when a garden apart- 
ment building has three stories instead of 
two does nothing to prevent fires and only 
adds to costs without providing any addi- 
tional protection. 

There are many similar illogical require- 
ments that can be listed. These vary from 
state to state, and no one really stops to 
consider why they exist. The fact that they 
are in the code usually is sufficient reason 
for their continuance. What they do or don't 
achieve is not important! 

Standardized performance-oriented codes 
would help eliminate the changes we must 
make during the modular manufacturing 
process to satisfy requirements of different 
areas. These changes are one reason it’s been 
so difficult to cut costs for modulars. 

The hour has never been more timely, 
with the emergence of the modular indus- 
try, to put our multifamily fire codes in 
modern perspective and still provide the 
public with equal or better protection. 

Since we have 50 states, it is not logical 
to have each conduct its own tests and ar- 
rive at separate conclusions. More research 
and testing is required at the federal level 
with results and recommendations dis- 
seminated to all states and their concerned 
agencies. The federal government should 
immediately take the lead in intensive, 
objective fire testing and provide all states 
with meaningful up-to-date information. 


JOSEPH C. GRASSO, EXECUTIVE VICE PRESIDENT, MODULAR HOUSING SYSTEMS, INC., NORTHUMBERLAND, PA. 
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All the help you can get 
insingle family housing: 


The Kingsberry Man. 


The Kingsberry Man can 

help put more profits in your 

building operation. He'll 

start by offering over 130 
traditional and contemporary models. 
Designed by leading architects to meet 
FHA and МА requirements, plus a wide 
variety of market and lot situations. It's 
just one way you get help from the 
Kingsberry Man. And nobody knows 
more than he about quality manufac- 
tured homes. Just ask him about reduc- 
ing on-site costs...cost control 
market analysis...and many other 
important things you'd like to know 
You'll get the answers you want, plus 
other valuable benefits like blue prints 
at no extra cost...sales and marketing 
assistance...and a generous co-op 
advertising program. You receive all 
this free, with every Kingsberry Home 
And, you get it from an expert, trained 
to help you build and sell faster for 
higher profits. Just fill out and mail the 
coupon, and see what it does for you... 
...all the help you can get...the 
Kingsberry Man. 


ap en 
KINGSBERRY HOMES 
pe 


Boise Cascade 
Manufactured Housing Group 
61 Perimeter Park, Atlanta, Georgia 30341 
Frank D. Carter, Director-Marketing, Boise 
Cascade Manufactured Housing Group, 


Dept. HH3, 61 Perimeter Park, Atlanta, 
Georgia 30341, (404) 458-9411 


Yes, | would like all the help | can get 


Name 


Firm 


No. lots | now have ready to build on 


L]None О1л0 (111-25 026-50 
No. homes | have built in past 12 months 

О мопе 01-10 [111-25 26-50 
Address 

City State 

Zip Phone 
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This paneling 
with a real 
hardwood 

face veneer 
costs no more 
than imitations. 


Imagine that! 


New Gold Rush" plywood paneling from 
Georgia-Pacific costs about $5.00 per panel. 
It's rustic. Versatile. With a real hardwood 
face veneer that you won't find on other 
inexpensive paneling. Comes in two color 
tones: Charcoal and Nugget. 

See your Georgia-Pacific representative 

or dealer today for paneling with the rugged 
look that will give your homes more sales 
appeal. New Gold Rush paneling. 


Paneling with Imagination from 


Georgia Pacific — 44 


Portland, Oregon 97204 
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[THE PLANNING SCENE 


In January we discussed the manner in 
which dogmatic setback requirements ham- 
per us in the proper consideration of natural 
terrain and engineering factors when we 
plan a single-family subdivision. And, we 
saw how the substitution of performance 
guides for setbacks would enable the site 
planner to work more efficiently and suc- 
cessfully. 

But what about some of the factors that 
directly affect us as people? These livability 
factors break down into two groups: those 
that affect us physically and those that 
affect us emotionally and/or mentally. In 
the first group are the natural elements— 
sun, wind, rain, snow, fog and sleet. 

This month, I'll discuss planning ap- 
proaches that would allow the use of these 
elements to create a more livable place for 
people—again, IF current setback restric- 
tions were eliminated in favor of per- 
formance standards. 

For the moment, let's concentrate on the 
sun which, depending on the location of the 
housing, presents vastly different site 
orientation requirements. 

Obviously, different solutions are needed 
for a hot climate than for a cold one. A 
cold climate may suggest a solution that 
traps the sun as a heat source and a hot 
climate may inspire a solution that turns 
its back on the sun (Figure AJ. 


Фото 


With these solutions in mind, guides can 
be formulated to describe the desired result 
for any specific locality. Then a variety of 
solutions could be devised to meet these 
guides. For example, suppose a subdivision 
is ina hot climate where protection from the 
sun is desirable to insure a pleasant atmos- 
phere. There are numerous ways to meet 
this basic criteria (Figure В). 

Although a different approach has been 
used on every lot, each meets the basic 
criteria of sun guidelines. 

How is the house itself affected by this 


Setback requirements: Part П 
“If they weren't so rigid, 

our single-family subdivisions 
could be a lot more livable" 


criteria? The house primarily must be de- 
signed to cope with this in various siting 
conditions. Thus one plan may be complete- 
ly oriented away from two sides of the 
site, to the South and West (Figure C]. 
Others could be similar to those shown in 
Figure B. 


HOON 
Mi < 
BAST Y west | 


Localities with cold climates should have 
vastly different criteria—those that en- 
courage the use of the sun's heat. For ex- 
ample, the plan may orient to capture the 
sun, such as in the atrium house or the 
terrace house (Figure D]. 


лот LINE 


In moderate climates where drastic solu- 
tions are not necessary, seasonal factors be- 
come more important. Here, the major con- 


ROBERT W. HAYES, THE COMPLA CORP., SAN FRANCISCO, CALIF. 


cern is obtaining the most desirable benefits 
of both winter and summer sun (Figure Е). 


MODERATE CLIMATE 


The builder may wish to choose one basic 
solution for a local area or several depending 
upon how the overall site plan works out. 
If some of the houses must be oriented 90% 
from each other on the site plan, quite 
probably a different house solution will be 


needed for each (Figure FJ. 


Wind, rain, snow and sleet could all be 
handled in a similar way. For a hot tropical 
climate such as is found in Hawaii, a 
breeze is highly desirable; while in Chicago 
the cold bite of the North winds from 
across the lake make it highly undesirable. 

All this to replace setbacks, you say! 
It's getting too complicated. It would be easy 
for it to get out of hand, so guides that 
replace setback requirements must be more 
like a checklist of very basic needs such 
as those illustrated. The builder then has 
plenty of flexibility to design a house that 
fills maximum needs. 

Thus if the builder is able to meet many 
of these guides he knows he is well on the 
way to meeting people's needs for better 
living. 

In addition to the physical needs, housing 
should accommodate emotional and mental 
needs of their residents. We'll take these up 
in a subsequent column. 
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Introducing the exhaust fan 
that doesnt stick out 
like a sore thumb. 


Tess "uL RON what 


t 
exhaust fans have been for too long! Now 
The Front-Liners . . . first new concept in е 
fan design in 25 years. 

Gone is the grimy, open-metal grill. Instead, 
Front-Liners put up a solid front of alloy- 
reinforced polymeric material, so tough it can 
“take it'' in a dishwasher. Fronts remove easil 
can be papered or painted to match room 
decor, or left “аз is." Side openings let Его 
Liners pull more air with lots less noise. And: 
economy's sake, Front-Liners can even substit 
for costly kitchen range hoods. 

Your distributor’s “МІР” Plan assures you о 
ІШІ range of easy-to-install models, including li 
and heater combinations. For more informat 
write for Catalog DCP-100. 


le Front-Liners, 
а brand new 
exhaust fan 
idea from 


RoR CHROMALOX COMFORT CONDITIONING DIVISION 
EMERSON alc CO. 

8104 FLORISSAN 
ру ST, LOUIS, MISSOURI 63136 
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"When you turn on 6000 faucets, 
you can't afford maintenance problems? 


When you're one of the most luxurious living complexes in Miami Beach, everything's got to be 
just right. And that includes the faucet fixtures. 

That's why Seacoast Towers installed Delta faucets—6000 of them. For one thing, Delta's sleek 
simplicity blended beautifully with the decorator touches that abound in Seacoast Towers. 

More important, they found that Delta faucets are virtually maintenance-free. Thanks to a patented 
rotating valve that eliminates the washer. And the maintenance and replacement costs that go with washers. 

As Mr. Muss put it: *We're very happy with our Delta faucets. We put them in the apartments, 
cabanas, maids' rooms and laundries. And they've been practically trouble-free for eight years? 

What Delta faucets have done for Seacoast Towers, they can do 
for you. Write Delta Faucet Company, a Division of Masco Corporation, 
Greensburg, Indiana 47240. 


} т President of Alexander Muss & Sons, Inc. 
qr. т» Builders of Seacoast Towers. 


Model ж. 


Delta Faucet 
They're washerless. 
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New Heavy 
are all muscle and bite 


Announcing a new trio 
of rugged Builders' 
Sawcats, packed with 
the kind of Black & 
Decker power that gives 
top performance on the 
toughest jobs. Whether 
you choose the 6V2”, 
74" or 8" Sawcat, you'll 
find it's lighter in weight 
and more compact. Pick 
up one of these well- 
balanced Sawcats and 
see how easy it is to 


f&General Electric Co. 


Black в Decker. 


handle; how much more 
you can cut without 
tiring. Note the vertical 
adjusting shoe; the 
comfortable LEXAN® 
handle that stays in the 
same upright position 
whatever the depth 

of cut. Each double- 
insulated Builders' 
Sawcat is also equipped 


ав 
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Duty Builders Sawcats 


with a Black & Decker 
SUPERSHARP combination 
blade. It's Black & 
Decker's way of giving 
you more bite per buck. 
Don't make another 
cut until you've talked 
with your distributor 
about his special Spring 
values on Heavy Duty 
Builders' Sawcats and 
the complete Black 
& Decker line of 
circular saws. 


expect the best from 


Black & Decker 


POWER TOOLS 
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Available 

in all standard 
heights plus new 
42" model. 


Substrate panels, 
full 98” thick. 
Covered both sides 
with tough, good 
looking polyester 
laminate. 


15" deep units 
have handy door 
storage plus add- n a 
ed shelf depth. 
Store more! 


Handsome 
| hardware with open 
back plate. Want 

color? Add accents! 


Self-closing 
drawers, larger 
than any others 
on the market. 


28” thick doors 
have self-closing 
adjustable hinges. 


Single door base cabinets have easy 
gliding slide-out shelves. 


Our new Spacemakers 
do what theyre named for, 


and more. 


Our new Spacemaker cabinet line can 
make extra space in any kitchen. The 
trick is in the new 15"-deep wall cabi- 
nets included in the standard line and 
available in a complete range of sizes. 
And in the new 42”-high wall cabinet 
available in both 12" and 15" depths. 
АП extra-deep cabinets have 12" 
shelves. Optional door-mounted shelves 
are also available. The large bottom 
storage area holds over-size serving 
dishes. And single-door wall cabinets 
have adjustable shelves. 

Even the Spacemaker drawers 
make extra space because of center- 
mounted slides and the absence of 
cabinet front frames. They’re the largest 
in the cabinet industry. 


The “тоге” in Spacemakers 
Spacemakers also feature a unique con- 


struction. Wall cabinets (including 
doors) are made completely of 95$" 
panels, joined by glued dowels. Base 
cabinets are the same except for a 
hardboard back that reduces weight. 

Spacemakers are finished inside 
and out. Both sides of every panel and 
shelf are permanently laminated with 
warm pecan wood-grain polyester 
sheets. So, Spacemakers are beautiful 
and easy to clean, inside and out. 

Because tops and bottoms are fin- 
ished, Spacemaker wall cabinets can 
be inverted ... there are no rights or 
lefts. 

All these features add up to a 
cabinet as revolutionary as the Shrink 


Pack that protects it. This unique 
shipping package is waterproof, corner- 
cushioned with Polystyrene blocks, see- 
through and easy to discard. So it's 
sure to save you time and money. 

See the new Spacemakers at your 
Yorktowne distributor. Or write for 
more information. You could become a 
better space-maker. Colonial Products 
Co., Red Lion, Pennsylvania 17356, 
manufacturers of better kitchen cabi- 
nets since 1936. 


Spr) 
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ТІНЕ APARTMENT SCENE 
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We're long-time believers in the power of 
bonuses to motivate people to rent apart- 
ments. But in giving, we also make sure we 
receive. 

There is no faster way to give away cash— 
and get absolutely nothing in return— 
than through a loosely run bonus program. 
So if you're new at motivating apartment 
managers, keep this in mind: bonus offers 
must be structured so the extra money you 
pay your managers also pays off for you— 
in rentals. 

Apartment managers are essentially sales- 
men; and salesmen need the incentive of 
commissions and bonuses to keep them 
working harder than other people. But dif- 
ferent apartment complexes have different 
problems, so all managers can't be moti- 
vated the same way. For example, if you're 
renting up new apartments at the same 
time you're operating established com- 
plexes, you need two bonus programs. 

Consider the difference in problems: in 
the established projects you're trying to 
minimize operating expenses caused largely 
by tenant turnover; in new projects you're 
simply trying to fill up a flock of unoc- 
cupied apartments against a deadline. 

Older projects need quick re-rentals. 
Managers in your established complexes 
need to be motivated to replace move- 
outs with move-ins as quickly as possible. 
Move-in delays mean lost rent. 

A manager may re-rent an apartment 
five days before a move-out, but if the new 
tenant doesn't move in until five days after 
the move-out, the landlord loses five days' 
rent. Many landlords overlook that five 
days' rent loss, commonly known as slip- 
page. They calculate vacancies by counting 
unoccupied apartments once a week or 
perhaps only once a month. And they give 
their managers the impression that because 
they're gettingapartments re-rented, they're 
doing a good job. 

But any incentive bonus paid on the basis 
of a periodic vacancy count is strictly a 
giveaway. The manager gets extra money 
for a job he would have done anyway. 

To pay off in established projects incen- 
tive bonuses must be based on dollar in- 
come rather than vacancy counts. The 
only sensible way to measure a manager's 
rental performance is to calculate actual 
rent loss, or slippage, by comparing monthly 
rental receipts with a project's income 
standard, i.e., income at 100% occupancy. 

You can make managers concerned about 
slippage by paying them incentive bonuses 
H. CLARKE WELLS, M 


ARKETIN( 


VICE PRESIDENT, L.B. NELSON CORP., PALO ALTO, 


“It’s smart to pay managers а 
bonus to stimulate rentals. But be 
sure you're not just giving 
your money away" 


that increase as slippage decreases. A typical 
approach is to offer a percentage of all rental 
income produced above a certain level, say 
20% of income over 95%. This approach is 
feasible for smaller projects of 80 to 100 
units, where monthly income ranges from 
$16,000 to $20,000, and a manager's bonus 
at full occupancy would be limited to a 
reasonable $200 a month. 

But in larger projects, e.g., 500 units with 
a monthly income of $100,000, you either 
have to adjust your percentages drastically 
or change the bonus scale to specified 
dollar amounts. We lean toward the latter 
approach because it permits uniformity 
from project-to-project and precludes specu- 
lation among managers as to who's being 
offered what. 

A typical large-project incentive bonus 
starts at 95% occupancy (based on actual 
monthly income) and increases at the rate 
of $50, $100 or $200 increments for each 
additional percentage of occupancy. For 
example, using $100 increments, a manager 
could earn $100 bonus for 95% to 95.9% 
occupancy, $200 for 96% to 97% and on up 
to $500 for 99% or over. For the sake of 
accounting convenience we calculate and 
pay out occupancy bonuses for established 
projects on a quarterly basis. 

New projects are another story. When 
used to rent up new apartment projects 
before completion, incentive bonuses are 
more effective based on numbers instead 
of percentages. The object in a new complex 
is to convert whole buildings of vacant 
apartments into revenue-producers as soon 
as they become available. But even here 
slippage can be a problem because a rentup 
manager may lose sight of the difference 
between renting an apartment and actually 
having it occupied the day it's available. 
The slippage occurs between the date the 
apartment is released for occupancy by 
the building inspector and the date the ten- 
ant moves in. 

Rentup bonuses are commonly paid for 
apartments rented before construction is 
completed, i.e., simply obtaining the rent- 
er's holding deposit. But unless the bonus 
program is based on the move-in date, an 
owner/investor will find himself giving 
away a lot of potential rent dollars plus 
wasted bonus money. 

You can minimize slippage in new- 
apartment rentals through incentive 
bonuses that reward managers at a modest 
rate for early rentals and at a high rate for 
early move-ins. For example try offering 


ALIF 


$20 for each new apartment rented and 
occupied no later than three days after 
completion, $10 for each apartment rented 
but not occupied within three days of com- 
pletion and $5 for each apartment rented 
(with or without actual move-in) no later 
than 30 days after completion. 

The reason for the 30-day margin is to 
avoid taking apartments out of the running 
too soon. One of the problems with bonuses 
paid on individual apartments is that once a 
unit is no longer eligible for a bonus pay- 
ment, the manager tends to bypass it. He 
concentrates on those he can still earn 
money from. 

Allow flexibility on move-in dates. An- 
other problem in paying rent-up bonuses 
based on move-ins lies in determining the 
precise date a new apartment becomes of- 
ficially available for occupancy. 

Because construction schedules are so 
vulnerable to weather delays, labor slow- 
downs and delivery holdups, rentup man- 
agers are accustomed to adding a week or 
more to the construction company’s an- 
ticipated completion dates. This protects 
them against move-in delays. But it means 
that whenever the construction people 
complete apartments according to schedule, 
the rentup manager is a week or two late 
with his move-ins and the owner loses 
potential rent money. If you go by the book 
and use actual completion dates, the man- 
ager loses bonus money. 

Our policy is to go along with the man- 
ager’s revised move-in dates. We okay his 
dates at the outset of renting and pay his 
bonus accordingly, regardless of whether 
construction is finished earlier. We think 
it’s better to have a safety margin against 
missed completion dates than to have dis- 
appointed renters and cancellations. So 
we don’t penalize the manager when his 
dates are improved on. 

Otherwise, the best policy is not to relax 
bonus rules. Always set a clearly defined 
cut-off date for a bonus program and stick 
with it. Don’t get in the habit of extending 
bonus expiration dates at the last minute or 
your bonus programs eventually will lose 
their effectiveness. 

If managers have done poorly under a 
bonus program, play it through to the end. 
Then come up with a new program that 
will make more sense and be more effective. 
If you go soft and break your own rules to 
pay out a bonus, you’re not only throwing 
away money, you’re also spoiling your 
managers. 


Now it's possible to get wood windows, pre-hung doors, entrance 
units, moulding, etc., all in matching factory finishes — from Marvin. 
Practically every piece of wood in the place can be part of the 
pre-finished package. Good-bye to most on-the-job finishing costs. 


Interior surfaces can be done in a rich walnut, a lush fruitwood, 


or just-right white. The exterior finish 

Ф е is Marvin's celebrated XL-70. This 

e- 16 е win OWS gleaming white finish is a tough 
polyurea coating applied and cured 


with special equipment. XL-70 
forms a chemical bond with the wood. It adheres 


9 with an unbelievable grip, and resists peeling, 

aren checking, cracking and blistering like no paint ever 

can. Multi-step processes use the most advanced 

e DS materials and tools for both interior and exterior. 

9 = We'd like to send you actual samples of our 
factory finishes, plus our new catalog. Just write 


Marvin Windows, Warroad, Minn. 56763, or 
call 218-386-1430. 
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А CORLGLAS " BATH IS 


& easy to install & attractive 
& colorful $ strong $ seamless $ leakproof 


& versatile & and lots more! 


New CORLGLAS™ bath series with above-floor plumbing. 


r 


CORL tubs, showers and C/shell baths are saving man hours 
and dollars for many of the top builders in the nation — why not 
for you? 


CORL is a major supplier to the builder with proven record of 
performance. 


Field service and delivery from three plants assures the service 
we know you need. CORL ends expensive bath callbacks! 


МИ а 


showers 4 models tubs 8 models 


C/shell baths 3 models 


Write Dept. H 
58 corl corporation 


one of the o’connor industries 


901 East Hill Avenue 
Valdosta, Georgia 31601 


1010 West Dewey Street 
Bremen, Indiana 46506 


6942 Gage Street 
Riverside, California 92504 
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LETTERS 


Building definitions. 

H&H: Good definitions are neces- 
sary for the clear understanding of 
any subject. But you have confused 
building construction systems with 
industrialization. 

Building construction systems 
may be categorized as follows: 

One dimensional. The one di- 
mensional system uses posts, 
beams, studs, planks, boards, sticks, 
etc. 

Two dimensional. The two di- 
mensional system uses panels to 
make walls, floors, roofs, partitions. 

Three dimensional. The three 
dimensional system is the volu- 
metric approach to building in 
which a box (or similar three di- 
mensional shape) is fabricated and 
placed on a foundation or structural 
frame, prebuilt at the site. 

Industrialization implies the use 
of a variety of labor saving tools 
and techniques, a continuing mar- 
ket for the house, making high 
production of a repetitive character 
possible, and a continuing research 
and development effort. 

Thus, industrialization may be 
possible using any of the three 
building construction systems. 
Your story on Fox and Jacobs [Dec. 
1971] suggests a highly indus- 
trialized two dimensional system, 
although your writer says nothing 
about raj's research and develop- 
ment effort, nor the market that 
makes all of this possible. 

LEONARD G. HAEGER, professor 
School of Architecture 
California State Poly- 

technic College 

San Luis Obispo, Calif. 


Houston market 

H&H: The January article on the 
Houston market was right on tar- 
get. So far the chips have been 
raked in by the large volume, low- 
margin builders. Innovative design 
has taken a back seat. 

There are several signs, how- 
ever, that dramatic change is on the 
horizon. First, dozens of second- 
home communities are being com- 
pleted around Lake Conroe and 
Lake Livingston, and Houston is 
growing out to these leisure areas 
where more stylish designs are 
evident. 

Secondly, we know that several 
cluster communities are on the 
boards. They too will place a 
premium on contemporary, func- 
tional design. 

Houston's land prices and home 
costs have been below average 
but now seem to be catching up. 
To enter this market will require 
larger and larger commitments, 
not only of money but also of mar- 
keting know-how. 

GABRIEL M. GELB 
Management consultant 
Gelb Marketing Research 
Houston, Tex. 
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A 
Korac 


Building products prefinished with | 
Korad acrylic film eliminate the cost and | 
scheduling problems of job-site painting 


.and Korad saves the homeowner 


the time and money of repainting and 
repainting and repainting. - 

Korad is a solid, 10096 acrylic plastic 
film that is factory bonded to wood, metal 
and plastic building products. Korad film 
is thick—3 times thicker than most paints 
for superior mar and scratch protection. 

Being an acrylic plastic, Korad film 
has outstanding resistance to chalking, 
fading, cracking and chipping. Korad is 
factory-bonded to almost any surface, be- 
coming integral with the material. 

Korad acrylic film is available on all 
kinds of building products to eliminate 
field painting of exterior surfaces. 

Call our special number (215) 592-6719, 
or write us to get the names of material 
suppliers and samples of Korad colors. 


HAASE 


PHILADELPHIA, PA. 19105 


Korad is your first 
line of defense 


the new 1972 
Directory 
of Modular 
Housing 
Producers 


Fresh facts on the influx of new 
companies joining the ranks of 
modular manufacturers... 


Fresh facts on personnel changes; 
plant number, size and location; 
marketing methods; firm ad- 
dresses... 


Fresh facts on actual 1971 produc- 
tion and 1972 estimates supplied 
by the modular manufacturers 
themselves... 


... all from continuing House & 
Home research designed to keep 
pace with frenetic change in the 
fast-growing modular industry! 


With additional firms added right 
up to press time, House & Home's 
new "72 Directory updates the 
modular marketplace for supplier, 
producer and buyer of modular 
housing who want to do business 
with each other. 


A handy Reader Inquiry Card 
gives easy access to further infor- 
mation both from suppliers, who 
are indexed alphabetically, and 
from modular producers, who are 
indexed both alphabetically and 
geographically. 


The new ’72 Directory of Modu- 
lar Housing Producers includes 
the following data on virtually 
every known company active in 
modular housing production: 


Mail Coupon With Remittance 


to House & Home, 
Modular Directory, 
330 West 42 Street, 
New York, N. Y. 10036 


HouseaHome Directory 


Modular Housing Producers 


1971 Modular Production: Single- 
Family Units, Multi-Family Units. 


Modular Manufacturers: Compa- 
ny Name/Address, Names of 
Principals, Parent Company Affil- 
iation. 


Factory Data: Number of Plants, 
Location of Plants, Total Plant 
Capacity. 


Marketing Methods: Use for Own 


Send. copies of the 1972 DIRECTORY OF MODULAR HOUS- 
ING PRODUCERS for $2.00 each. Enclosed is check for $. 


Your name 


Mailing address 


City 


| 
| 
| 
| 
| Firm name 
| 
| 
| 
1 


Projects, Sale to Builders/Devel- 
оретз. 

With the 1971 Directory sold out, 
copies of the new "72, Directory of 
Modular Housing Producers will 
also be available on a first-come, 
first-served basis at a cost of $2.00 
each. 

To order copies, print your name 
and address clearly on the coupon 
below and enclose check payable 
to House & Home. 


State Zip 


oe q SSS 


"4 reasons why 
we like Nord doors.” 


Richard Prows, President of Richard Prows, Inc., 
Salt Lake City, has designed and built more than 
2,500 residences. He buys Nord doors for 4 reasons. 
He likes their design and appearance, their ready 
availability, their competitive prices, and, as he 
says, “а stability of quality we can depend on." 


The Prows total living concept 

Today, all of Prows' homes reflect his philosophy 

of the total living concept. His firm develops the 
land, then designs, builds, and markets the 
residences. One outstanding example is Three 
Fountains East in Salt Lake, a 222 unit condominium, 
priced from $20,000 to $45,000. Each unit has the 
Nord Classic carved entry door shown left as its 
"focal point of interest." Inside, Nord louver doors 
continue to complement Prows' imaginative design. 
A parallel philosophy 

Nord's philosophy is as basic as Dick Prows'. Nord 
combines natural wood with modern technology 
and old-world craftsmanship. So electronic gauges 
reject any air- and kiln-dried lumber still retaining 
undesirable moisture. But in the end, all Nord doors 
are hand-finished by skilled artisans, and builders 
get doors of distinction at “commodity” prices. 


Our new full color brochure, “33 Ways Nord Makes 
It Better," tells the story and illustrates the variety 
of Nord designs. Just put your name and “ЗЗ Nord" 
on your business letterhead and mail it to 

E. A. Nord Company, Everett, Washington 98206. 


| 
Ai 
|| 
| 


NORD 


NORD makes it better—naturally 


Dick Prows and the Nord Classic entry door used 
in his 222 unit condominium, Three Fountains East. 
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"LOCATED 8 BURIED STAKES IN LESS THAN 


“IT SAVED US $60 PER HOUSE. " 
15012” 


AN HOUR." Model 320 Master Builder Model 
Convertible Transit-Level $245. With Moy сизу Dumpy 
eve 


Optical Plummet $340. 


“PAID FOR ITSELF ON A SINGLE JOB.” 
Model 190A Speed-A 
Dumpy Level $95. 


“CUT 
Mode 
$110. 


"WE KEEP IT BUSY FROM SETTING UP TO 
QUITTING TIME." Model 200A Speed- 
A-Liner Builders Transit-Level $143. 


-Liner 


“SAVES PLENTY IN TIME AND MATERIALS. d 
Model 143A Service Transit-Level 
$ 


E IN HALF SETTING GRADES." 
127 Versa-Tilt Transit-Level 


There are 101 ways to 
keep the lid on building 
costs with a Berger 


Savings in labor...savings in material costs... 
savings in expensive "do overs" — that's how 
you'll realize the on-the-job economies of a 
Berger instrument. They begin the moment you 
set up a Berger Transit or Level on the site. 
There's a Berger instrument for every building 
need...every budget. There has been for 100 
years. From $80. to $340. And for engineers, in- 
struments from $453. to $3375. See the complete 
Berger line at your dealer or mail coupon today. 


ES = ee CS Ес FR 


Engineering and Surveying Instruments ...since 1871 


Prices FOB Boston. 
Tripod extra 


MAIL COUPON FOR DETAILS 

BERGER INSTRUMENTS Div. of High Voltage Engineering Corp. 

53 Williams Street, Boston, Mass. 02119 

Send more information on instruments checked below: 
О Model 127 0 Model 190A ГІ Model 320 

C Model 200A 0 Model 150 C1 Model 143A 


Name (please print) 


Company 


Address 
City 
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JOB MARKET 


Positions Available 


SALES REPRESENTATIVE 
WANTED: Established build- 
ing fabricator (since 1953) re- 
cently purchased by the Kassuba 
Company (largest apartment 
builder in the USA) is expand- 
ing its operations. Sales rep- 
resentative positions are open 
in states of Washington, Ore- 
gon, Idaho, Montana, Wyoming, 
Utah, Alaska and Hawaii. We're 
moving. Why not join us? Send 
resume to George H. Frederking 
BRIGGS MANUFACTURING 
CO., 3755 South 60th Street, 
Tacoma, Washington 98409. 
#206-472-4439. 


HOUSING SALES MANAG- 
ERS AND SPECIALISTS: Ma- 
jor modular housing manu- 
facturer is building its sales 
team and is seeking qualified 
and experienced, college-ed- 
ucated individuals with in- 
depth housing sales and financ- 
ing experience (multi-family, 
single-family detached and pub- 
lic, military and student hous- 
ing). Exceptional ground floor 
opportunity, excellent salary 
plus commission, car and sub- 
stantial fringe benefits. Send 
resume in utmost confidence 
to: INLAND SCHOLZ HOUS- 
ING SYSTEMS, INC., 3700 
Carpenter Road, Ypsilanti, 
Michigan 48197 


MODULAR HOUSING PLANT 
MANAGER: Outstanding 
ground floor opportunity with 
unlimited growth potential. Ex- 
cellent compensation and 
fringes. Send resume in utmost 
confidence to: INLAND 
SCHOLZ HOUSING SYS- 


TEMS, INC., 3700 Carpenter 
Road, Ypsilanti, Michigan 
48197. 


People Available 


HOUSING DEVELOPMENT 
PROFESSIONAL: Urban devel- 
opment and housing experi- 
ence, P.E., M.S.C.E. Infrastruc- 
ture and site analysis, budget- 
ing, project administration, con- 
sultant supervision, commu- 
nity liaison, federal programs. 
Box 301 JOB MARKET House 
& Home, 330 West 42 St., 
NYC, NY 10036 


VICE-PRESIDENT: multi-proj- 
ect apartment, condos, single- 
family residential construction. 
$25-40,000. MANUFAC- 
TURED HOUSING EXECU- 
TIVES: general management 
to executive responsibility. 
$20-$50,000. VANCE EM- 
PLOYMENT SERVICE, 917 
Barfield Building, Amarillo, 
Texas 79101. 806/372-3456. 


PROFESSIONAL PROJECT 
MANAGER: Sub-division de- 
velopments, single, multi-fam- 
ily and apartment projects. 
Highly experienced in organ- 
izing and coordinating residen- 
tial-commercial operations to 
meet desired schedules. Capa- 
ble of directing entire multi 
programs and meet FHA-VA 
requirements with high ratings. 
Travel anywhere including 
overseas. Box 302 JOB MAR- 
KET House & Home, 330 West 
42 St., NYC, NY 10036 


PROJECT MANAGER: Invest- 
ment building organization in 
Indianapolis. Complete charge 
of large new project. Experience 
required in high-rise construc- 
tion, production scheduling, 
cost control. Resume to Box 
304 JOB MARKET House & 
Home, 330 West 42 St., NYC, 
NY 10036 


WHAT JOB MARKET CAN DO FOR YOU 


This new service from House 
& Home may be the answer to 
your problem if you are looking 
for a marketing VP, construc- 
tion superintendent, estimator, 
president, project manager, de- 
signer, purchasing agent, archi- 
tect, sales manager or even a 
new job for yourself. 

For the man looking for a new 
position himself, JOB MARKET 
offers low cost access to those 
builder firms accounting for 
over 90% of the single-family 
and apartment starts as well as 
access to thousands of archi- 
tectural, engineering, commer- 


cial, financial, realty subcon- 
tracting and distributing firms 
with an important stake in 
housing. 


The cost is $2.00 per word 
with a minimum of 25 words. 
Your complete address or use 
of a private box number counts 
as 5 words. Typewritten text is 
needed the first of the month 
preceding the date of the de- 
sired issue. Payment in full 
must accompany your order. 
Send to JOB MARKET, House 
& Home, 330 West 42nd Street, 
New York, N.Y. 10036. 


New! The American Olean 
ceramic tile system. 


Redi-Set pregrouted ceramic tile 
sheets are uniformly grouted, perfectly 
aligned — for beautiful jobs every 
time. Only joints between sheets are 
grouted on the job, with the same 


Flexible grout reduces 
callbacks.Will bend and 
stretch with building 


F movement. 
grout we use in the system. 


Waterproof system 
for waterproof installations. 
Redi-Set goes up over almost any 
interior wall — concrete masonry, gypsum 
wallboard, even existing ceramic tile. 


Crystalline, Bright and Matte glazes. There are up * 
/ to 16 Standard Grade tiles to a Redi-Set” sheet. With ч 


Easy-cleaning grout. 
Resists stains. Won t 


mildew. Stays white 414""x 414", 6"x 414" or 8Y2'"x 44" tiles. \ 
dew. otaysw a й \ 
^leans with : / American Olean Tile Company, 1640 Cannon Ave., Lansdale, Pa. 19446 \ 
Cleans with a / Sendme literature \ 
damp cloth. / \ 
y Name \ 
/ Firm E . \ 
З merican \ 
/ ізі. А , F 0 Olean \ 
7 ем State Zip \ 


Redi-Set pregrouted tile. It's the natural thing to use: 
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OWNER: R.SHULTZ BUILDER: ED SPEER CONSTRUCTION 
fe) People who really care about how well their design ideas look and sell 
Q ; : : 
= when the construction is completed are the most likely prospects for 
iz 


d „568 RIMCO wood window units. Like the talented RIMCO Tilt double-hung 
(a n Sal es) Ө 1122190] units used to great effect in this house. Тһе Tilt, with the kind of beauty 
and convenience features that help your homes sell easier. Both sash tilt inward so both 


come alive sides are washed from inside. Or lift out for repainting where the carpet won't be 
spattered. Every wood part is preservative treated and all surfaces exposed to the 


with HI MCO weather are heavy factory-prime coated. RIMCO Tilt. The double-hung unit that 


| makes other premium windows seem obsolete. For more information on how the Tilt 
wood WI nd OW & and other talented RIMCO windows like the Casement, Casement Bow, Horizontal 
i | ө Slider, Tilt |, Vent, View and Vuevent can help you sell more homes, write: 


ЕВ... industries, inc. • rimco division е box 97 е rock island, illinois 61201 


distributorships available in select areas 
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— Jeep Tru ids 


When you work it over 


you don't overwork it. 


DEM 


wt ЖАШ 


With Jeep guts, this husky 4-wheel drive truck 


is no stick-in-the-mud. 


The Jeep Truck is built for hard and unusual 
punishment. It comes through, come mud, water, 
snow, ог sand. With a load that'd bog down most 
others. The reason: Jeep guts. 

That means go-anyw here Jeep 4-wheel drive. A 
rugged suspension, with strong te leaf springs 
all around for greater - 
stability. And a rugged 
frame with 5 cross-members. = 

The Jeep Truck gives you a choice of powerful 
straight-6 or V-8 engines. Plus your choice of 
transmissions geared to your field of work— 


3-speed, heavy-duty 4-speed, 
or automatic. 
And there’s a selection of 
wheelbases—120" or 132". A 
choice of 4 GVW's—5000 to 
8000 Ibs. 
АП in all, this has to be the choicest of trucks. 
There's a lot more, too. Find out all about it 
from your Jeep dealer. He'll work out a choice 
deal for you. 


Toughest 4-letter word on wheels. 


РЕ Jeep 


Drive your Jeep vehicle with care and keep America the Beautiful. 
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You can get advice 
from a man who helped 
change the face of Chicago. 


You might say that if 
Paul O'Neill of our Corpo- 
rate Market Development 
Operation didn't help to 
heat and cool Chicago's new 
Lake Point Tower and John 
Hancock apartments the 
way they were finally done, 
the architects of these two 
great buildings couldnt have made 
them look the way they do. 

Andtheir spectacular good looks 
as much as anything else set the tone 
of the new Chicago. 

What Paul and his Electrical Sys- 
tems Engineering group do is help 
consulting engineers, architects, 
builders, contractors and investors 
inmaking the best use of GE products 
in their projects. 

What he did at both Lake Point 
Tower and John Hancock was to work 
with architects and consulting engi- 
neers to provide a through-the-wall 


heating and cooling sys- 
tem using GE Zoneline" 
units, whose exterior lou- 
vers could become impor- 
tant elements of the build- 
| ings architectural detail. 
1 And at both buildings, 
m thisapproachovercamethe 
problems created by solar 
loads on glass during those critical 
spring and fall months when one side 
ofthe building needs air conditioning 
while the other needs heat. 

Paul O'Neill and his group are 
ready to help you solve electrome- 
chanical problems ranging from 
those they faced in Chicago to the 
best way to wire a kitchen. 

Just call your GE Contract Sales 
Representative. 

Не» listed in the Yellow Pages 
under *General Electric Major Appli- 
ance Distributor; and hell wire you 
in with Paul. 


GENERAL C ELECTRIC 
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help of Morrison Homes, 
Inc. Two identical houses 
were constructed by the 
same construction crew, or 
similar sites. The only 
difference: one home used 
24-inch floor and wall 
framing, the other 16-inch. 
The results are in, and 
they're worth studying. 


iei S 


material costs by more 
than $200 for a 2140 sq. ft. 
house. Tests were 
‘conducted in Pleasanton, 
California, by the NAHB 
Research Bureau with the 


Comparative Cost Summary, 16" o.c. vs. 24" o.c. 
OPERATION Labor Cost Material Cost Difference 
670.0. | M' oc. | 16 oc. 2^ ос. | i&"oc.[ Moe | Cow | % | 


386. 32 471. 76 
1,180.47 | 1,160.41] 2,015. 1,875.22 


265.10 
174.30 225.32 
490.08 490.42 


1,670.55| 1,650.83| 2,654. 2,490.18 


357.33 


GRAND TOTALS 
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In comparative studies, 
the NAHB learned that 
24-inch spacing netted a 
15.296 labor savings on 
walls, and a 12.396 savings 
on floors. This adds up to 
19 man hours overall labor 
time reduction, which really 
makes sense with today's 
labor costs. 

In terms of dollars and 
cents this adds.up to a 
healthy $165 total savings 
on wall and floor 
construction. Combine that 
with the additional savings 
you enjoy on drywall and 
electrical installation, and 
the total comes out to more 
than $200 for a 2140 
square foot house. And 
could add up to over $300 
per house, depending on 
local labor and material 
costs. 
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The new Mod 24 lumber 
and-plywood framing 
system assures better 
profits in today's building 
market. For complete 
details on the test and the 
Mod 24 system, send for 
a comprehensive 16-page 
booklet. Mail the coupon. 


Products Association 


(8) Western Wood 
ме 


Yeon Building, 
Portland, Oregon 97204 


posi eee Mp eL eie o aane IL а а Д 


Tacoma, Washington 98401 


А AMERICAN PLYWOOD ASSOCIATION 


1119 A Street, = 


Please send details on the new Mod 24 
building system. Mail coupon to: 

Mod 24, Dept. HH-272 

Р.О. Box 2277 

Tacoma, Washington 98401 

Name 

Company or Organization 

Address 

City State Zip 


One of a series by members of the 
American Wood Council. 


Now you can match your resi- 
dential needs in any price range with 
Carrier central air conditioning. 

One, the new Round One. 

The best money can buy. From 
Carrier. The latest in our famous 
series of round condensing units. 
Made to help make your custom 
house a better home to live in 
(and look at). 

It’s our most efficient, yet. 


EVERY HON 
HAVE ONE. 


Uses minimum power to cool an 
entire house. It's also our quietest. 
With a new 2-speed fan that stays 
low in everyday heat. Shifts into 
high for scorchers. 

The Round One even has a new 
solid state control that monitors 
and protects the compressor's 
critical circuits. Without letup. 

And two to five tons is the new 
Round's range. 


OR THE ОТЕ 


For your tract homes and garden 
apartments, get the best buy for 
the money. Also from Carrier. 

Our new Compact. 

This one's not round. It's 
curvy. Sits low. Just 16" or 24" 
high. Can stay out of sight in the 
bushes or on an apartment roof. 

A computer-designed fan and 
weatherproof hub keep the Compact 
almost as quiet as the Round One. 

Hook-up is no big job, either. 
The Carrier contractor puts them in 
fast and easy. Capacity? One and 
one-half to five tons. 

With the Compact and Round 
One, you can find your match in 


price, capacity, and features to cool 
any residence you build. 

Know, too, that both units 
will be seen and advertised together. 
nationally. On network TV. And in 
the major magazines. Everyone of 
them announcing that every home 
should have one. Or the other. 

Call your Carrier Dealer in 
the Yellow Pages. Or write us. 
Carrier Air Conditioning Company 
Syracuse, М.Ү 13201. 


со 


air conditioning 
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"It's the woman's decision to buy a home. 
So we make her decision easier 
by installing KitchenAid dishwashers." 


Ben and Larry Deane are building condominiums at 
Big Canyon in Newport Beach, California, and they're 
equipping every kitchen with a new KitchenAid 
Imperial dishwasher. 

“Our market research proved just how impor- 
tant the kitchen is to the family’s life style,” Larry 
Deane said. “Our kitchens are designed so that the 
woman can remain involved with her family or guests, 
even when she’s preparing meals.” 


» 
» 
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“So it's important to a woman to have quality 
appliances in her kitchen. Women know the name 
KitchenAid. It's a name they trust." 

Make your buyers' decision easier. Ask your 
KitchenAid distributor about his builder plan, or 
write KitchenAid Dishwash- 
ers, The Hobart Manufac- 
turing Company, Dept. 
2DS-3, Troy, Ohio 45373. 


KitchenAid 


Dishwashers and Disposers 
Hot-water Dispensers 
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HUD, FHA and bureaucratic snarls 


EDITORIAL 


If we don't find a way to start cutting 


the red tape—and do it quickly— 


a lot of government housing programs 


are going to be strangled 


At House & Home's recent modular housing con- 
ference (see p. 88), two points were raised that con- 
cern not just modulars but all housing built under 
government programs. 

First, it was announced that a participant in an 
earlier conference couldn’t attend this one because 
his modular company was about to enter bank- 
ruptcy proceedings. One major cause of his troubles 
was that a local rHA clerk had put an incorrect wage 
figure on a form relating to one of the company’s 
projects. By the time the error was corrected— 
which took several weeks—the project had been 
delayed beyond the company’s credit limit. 

Second, нир Assistant Secretary Harold Finger 
told the conference that when it came to figur- 
ing cost certification for modulars versus conven- 
tional housing, the bottom-line cost should be the 
determining factor, rather than the many and vari- 
ous sub-costs that add up to the bottom line. 

We submit that these two items represent, on the 
one hand, a chilling example of the lethal potenti- 
alities of government red tape, and on the other, 
the beginning of a way out. 

Anyone who has worked with FHA or HUD pro- 
grams knows how much wasted time, wasted 
money and frustration they can create. One result 
is that the housing itself, much of it intended for 
low-income families, costs far more than it should. 
Another is that many good builders either stay out 
of the programs entirely or work with them only 
when they have to. It’s quite conceivable that govern- 
ment housing programs will die, not because they 
don’t produce housing, but because builders can 
no longer deal with the bureaucratic mess. 

Mr. Finger’s comment, however, offers hope of a 
new direction—providing someone is willing to 
act on it. Briefly, the aproach we favor would give 
the builder an absolute minimum of supervision, 
check his work at key points and let the bottom- 
line cost be the only determining factor in decid- 


ing whether the project is economically feasible. 

Thus, it would not matter if, say, a builder’s land 
costs were too high for an FHA 236 project as long 
as other lower costs balanced things out. With 
proper inspection there should be no corner cutting. 
And the builder, freed from much of the red tape, 
would be able to work faster and more efficiently. 

This is not a new idea, of course. 1t is the same 
basic operating method that underlies нор turnkey 
programs, and generally it has worked well. Granted, 
it covers only the construction portion of a project. 
But if it will work there, it can also be made to work 
in other areas—in the management of finished 
projects, for instance—and, gradually, the mass of 
red tape that has accumulated over the years might 
begin to recede. 

Undoubtedly, the loudest argument against such 
a procedural change would be based on the question 
of fraud: take away the safeguards, and builders will 
begin cheating all over the place. 

This is nonsense. In the first place most builders 
don’t cheat. In the second place competent inspec- 
tion, not red tape, is the best guaranty against cheat- 
ing. All our present bureaucratic safeguards have 
failed to prevent the recent 235 scandals. 

It would be unrealistic not to put in a word of 
warning at this point: some bureaucracies simply 
cannot be put back in efficient working order. As 
Parkinson’s Law points out, at a certain stage a 
bureaucratic organization becomes less interested 
in the job it was created to do than in perpetuating 
itself. It then becomes useless, and must eventually 
be set aside in favor of a new and, for the moment 
anyway, more vital organization. 

It would take a super Parkinson to determine 
whether our present housing bureaucracies have 
reached this stage. Let’s hope not; the thought of 
creating a new HUD or FHA is mind-boggling. Let’s 
make what we have work, and let's get going. 

MAXWELL C. HUNTOON JR. 
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sub-industry 
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ferment 


Let's say right off the bat that 
modular housing is growing at a 
furious pace. Last year's survey 
showed 1970 production to be 
about 27,000 units; this year's 
survey shows that 1971 just 
about doubled that figure. (If 
we can be forgiven a moment 
of immodesty, that's just what 
we predicted would happen 
when we analyzed last year's 
survey results.) 

But the manner in which that 
growth has taken place should 
make everyone with a past, 
present or future stake in mod- 
ular housing stop and think very 
deeply. 


The turnover has 
been colossal 


Last year's survey, including 
some companies that reported 


in too late to be published in our 
June issue, turned up 196 pro- 
ducing companies. This year's 
survey shows, to date, 274. At 
first blush this looks like a 
nice, healthy 40% growth. 

But let's look a little deeper. 
Of those 196 companies on last 
year's list, only 146 are still 
producing modulars. About 26% 
are no longer in the business— 
a pretty brutal fallout rate. 

On the other hand companies 
are still falling all over them- 
selves to get into the business. 
There are 128 new modular pro- 
ducers listed on the pages that 
follow. That means that taking 
the survey as a whole, 53% of 
the listed companies are hold- 
overs from last year, and 47% 
are new. And it explains why 
we say modular housing is in a 
ferment. 


It's too early in the game to 
make any in-depth analyses of 
the reasons for the heavy turn- 
over, but a few general points 
can be made. 

First, any new field of busi- 
ness is bound to have a high 
failure rate in its early stages. 

Second, modular construction 
is easy and relatively inexpen- 
sive to get into on a small 
scale (as we showed in the 
August 1970 issue of нан). 
All it takes is a large rented 
shed, some power tools and 
overhead hoists and a certain 
amount of guts. So a lot of 
people take the gamble—and 
lose. 

Third—and most important 
in the long run—too few po- 
tential modular manufacturers 
realize that theirs is not an in- 
dustry but a sub-industry. 


It's hard, and getting harder, 
to market modulars without 
having control of the whole 
housing process, from land 
acquisition to final disposition. 
A lot of the dropouts are com- 
panies that thought buyers 
would be waiting for modulars 
when they came out the factory 
door. They weren't. 


But production 
shot way up 


Total production in 1971 was 
52,160 units, according to the 
survey; that's an increase of 
104% over 1970. 

There was a noticeable shift 
in the type of production too. 
Single-family modulars ac- 
counted for 36,324 units in 
1971, and, as was the case in 
1970, they accounted for the 
bulk of the total. But their 
share of the total dropped, 
from 75% in 1970 to 70% in 
1972, and of course the multi- 
family share rose correspond- 
ingly, from 25% to 30%. Thus 
it would seem the generally 
accepted theory that multi- 
family will eventually be the 
biggest portion of modular pro- 
duction is on its way—albeit 
slowly—to becoming fact. 

There's another statistic that 
bears this out. By and large, 
the future of modular housing 
will almost certainly lie with 
the bigger companies—those 
with plants of over 50,000 sq. ft. 
And 90% of all multifamily 
modulars were built by com- 
panies in this category. 

It's also interesting to analyze 
the role that mobile-home man- 
ufacturers are playing in the 
modular picture. In 1970, 25% 
of the modular producers were 
mobile manufacturers, and they 
produced 40% of the total mod- 
ular production. In 1971 only 
15% of the modular producers 
were mobile manufacturers (the 


actual number declined from 45 
to 41), and they produced only 
23% of the modular total. So 
for the moment at least, it 
seems that mobile makers are 
becoming less interested in the 
modular field. (However there 
are mitigating factors here; 
they'll be covered further оп 
when we talk about how the 
survey itself was made.) 


Factory area is the key 
to modular growth 


As we pointed out last year, a 
rough but reasonable rule of 
thumb is that for each 100 
square feet of factory, a modu- 
lar company can turn out one 
complete living unit per shift 
per year. Last year's survey 
showed there was about 15 
million square feet of plant 
area available at the end of 1970; 
in theory this would allow 
production of 150,000 modular 
units on a one-shift basis. The 
fact that actual production was 
but a fraction of this meant 
that most companies were just 
getting their assembly lines 
underway. 

By the end of 1971 available 
factory space had risen to about 
20-million square feet—a 33% 
increase. But at the same time, 
production, as noted earlier, 
increased more than 100%. So 
plants are moving a little closer 
to their potential—although 
they still have a long, long 
way to go. Based on the rule 
of thumb, 200,000 units is a 
possibility with the plant space 
now in existence. 

It’s interesting too to look 
at the plant space represented 
by the bigger companies—those 
with factories of 50,000 square 
feet and over. They have more 
than 17-million square feet of 
the 20 million total, and thus 
could conceivably turn out 170,- 
000 units—when and if they 


reach full capacity. This points 
up the fact that the bigger com- 
panies’ share of the total mar- 
ket—already a whopping 7590-- 
will almost certainly get even 
bigger. 


The 1972 estimates: 
Another big jump 


Not all companies who re- 
sponded to the survey were 
willing to go on the record for 
the current year. But most of 
them did, and their estimates 
total just over 117,000 units. 

This is almost certainly over- 
ly optimistic. Last year the es- 
timate was 80,000, and actual 
production fell 38% short of 
that. 

It’s tempting to take that 
same proportion of 117,000 and 
predict that 1972 production 
will hit about 75,000. But there's 
reason to believe that the figure 
will go higher. For one thing 
the estimates are in a more 
reasonable range than they were 
last year; instead of predicting 
a 300% increase, they predict 
only a 135% increase. Also, 
a lot of the bigger plants have 
now begun to shake out the 
bugs; with any luck and good 
management, they should start 
showing some impressive num- 
bers. 

So the guess here is that 1972 
could see 90,000 modulars come 
out of the factory doors. 


A few words about 
the survey 


We sent out questionnaires to 
810 companies that we thought 
might be in the modular busi- 
ness; as far as we can determine, 
274 are. Several companies re- 
fused to divulge some or all 
of the statistics we asked for. 
In such cases either a dash has 
been put in the appropriate col- 


umns, or the note “1970 data" 
has been put next to the com- 
pany's name. This data in- 
cludes no production figures, 
but does include such things 
as number of plants and plant 
area as reported in 1970. 

We found it more difficult to 
collect data this year, chiefly 
because there were more firms 
to trace—some of them by 
telephone if they didn't return 
their survey forms. 

Another problem was that the 
line between what mobile home 
companies call modulars and 
what actually are modulars is 
getting fuzzier than ever. Our 
definition is that a modular 
must meet FHA specs and typi- 
cal local building codes, and 
this was often an almost im- 
possible distinction for the mo- 
bile manufacturer to draw. Some 
of his double-wides, for ex- 
ample, use 2x4 studs, but fall 
short on other specifications. 
We have insisted on our original 
definition, but we have no way 
of knowing exactly how many 
mobile manufacturers followed 
suit. 

Obviously, in any business 
with the turnover that modular 
housing has experienced, there 
are day-to-day variations. Be- 
tween the time the survey 
was completed and its publica- 
tion, several companies may 
have come into the field, and 
several others gone out. 

Finally, a few questionnaires 
were received too late to go 
into this issue. Our apologies 
are extended to those com- 
panies. 

To any modular firms that 
don't appear in the next twelve 
pages and who haven't sent 
in a late questionnaire, we 
cordially issue an invitation to 
write and let us know of their 
existence. We'll be more than 
happy to include them in next 
year's survey. 


Survey begins overleaf 


State | Company Parent company ща Types of housing produced 
е 
Mobile Single-fam.| Multifam. | Non- 
modular |modular | residential 
modular 


Companies with plants of 50,000 sq. ft. or more 


AABCO Industries 1970 data Seas ie ай Ча г +. as MR 


Active Tool & Mfg. Co. 


% 


Active Homes Corp. 


Adrian Housing Corp. 


Aluminum Company 
of Canada 


Alcan Design Homes Ltd. 


SE American Fidelity Corp. 


American Homes Industries Corp. 


\ 
\ 


N 
ВЯ ЫЗ 

X 
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Americana Homes of N.C. Inc. Hodgson Houses Inc. 


Ala. 


American Industrialized Dwellings Co. 


Hoover Ball 
& Bearing Co. 


Ala. American Modular Homes Corp. 


American Modular Homes Inc. 


ae, Б 


(in bankruptcy 
| Arbor Modules proceedings) 


Hodgson Houses Inc. 


Conn. 


W. P. Bill Atkinson 


Atkinson Industries, Inc. Entprs. 


Atlas Homes Corp. 


Behring Corp. 


Bohemia Lumber Co., Inc. 


Building Block Investment Group 


Cal. 


Wm. Lyon 
Development Co. 


Builders Homes, Inc 


Ohio Cardinal Industries 


Colo. | Century Modular Homes Inc. 


Clark Bilt Homes, Inc. 


The Christiana 
Companies, Inc. 


N 


Christiana Western Structures 


Ж 
\ 


САМ Homes 


Coastal Mobile & Modular Corp. Kirk Corp. 


| Conner Homes Corp. 


Contemporary Bldg. Systems, Inc. Florida Gas, Inc. 


Continental Homes Div. Weil 


Creative Buildings, Inc. 


Crown Bldg. Systems, Inc. 


Cubex Corporation 


Custom House Buildings, Inc. 


Fla. Deltona Corp. 
a E Enterprises, 
Deluxe Homes, Inc. Inc. zie и и 


298 \ т т 


S 


X 


Designaire Modular Home Corp. | | 


E \ 


и 
Design Homes, Inc. Cd v 
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1971 modular production Field %in Factory data Est. 1972 
erection government productior 
provided |subsidy 
Single-fam.|Multifam. | Total 96 of 96 of No. of Location Total plant 
production | production plants area (sq. ft.) 
built in sold to 
own builders or | шишиши =m | шашынын € —] 


projects consumers| Yes No 1971 | 1972 
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Ontario, Hawaii 
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N.C., Pa., Mass. 


330,000 


50,000 


Idaho, Utah, 
7 Ga., Ala., Ohio 


мн | wo |i | | 


Cal. 100,000 


Ala. 120,000 


Mich. 


Ohio 1,000 


Colo. 950 


125 


1,100 


320 


X 


2 Fla. 170,000 
и t 
M 70 | 80 1 Ра. 50,000 600 
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GSS 
Yes | No 


D & M Modular Homes Co. болул е NUR кәмілі ee ЕЕ 
D.M.H. Company ee ee ee hele) 


плод БЕН he DRE cu р 20:77580 а 
Elite Mole Stems, Ins Шашы a ee eee ee 


Environmental Development Corp. | | | 
Marshall Erdman & Assos, Inc. UEM 2-2” 


" 
Gibraltar Industries, Inc. WERE! o ا ا‎ 
Grumman Modular Buildings | | Grummancop | 7 | | _ | — | € | 

? 


International Modular кола“ 
Са. Gulf-Atlantic Modular Homes, Inc. Industries, Inc. va С p 
ees eer ША ae И ИРА | 


ў 
| 
ШОО чыл гей. рТ Уу. ERN КЕШ REDON 
Тех. Hanover Modular Homes 1970 data Shelters, Inc. (3 E | 


Көй ез | ersten | Е 
eo ПАТ ЕСТЕН ee ЕДИ 


Home Building Corp. Жаса ара мын ка ла 
Stressed 
eer S LE i РР ГЛ ИНЕ И [1-7 


emm ААН а А La 
Har EIDES ene E Iz T a | 


саады ж нин нн ы AT па 


Са | Leer деди та зими леи 
Levitt Bldg. Systems, Inc. ITT Levitt & Sons, Inc. ran Se IM" е 


MA моб - ЕЗБЕ ШИШЕНИН ЕЖ? 2252757! 
McGrath Corp ТЕЖЕП” RDUM “Жай 


76 H&H marcu 1972 


eS or ИЧИ ОРЕШКИ eee ee a 


PEs See eae eee Oe 


a ES Or ae eee Oe 
Te NEL. 
utu Re ONU m аа" ма. ТҮЗЕ Ег 450 
| | 
PEERS е ы ыа OP 
изпичане честта тт 
SETAE ЕТ ЛЕВИ ЕДЕ И GC Ov и 
Pee eee ыы 
Ls ee ee SU eee 
TEES Ce Oe 


jos | eee | | eee 935 


jorge CE E E ee аг. 


H&H MancH 1972 77 


eem Аве попа | 4 [| | | | 
e ene NEEDED E. |" | 


Pra. | Modular Housing Systema, nc | [a 
ы | мон ae BEEN. DE el ae ВИИ 


SEES ңқ Еа И МОЛИ танысы. А 
монан industries Ld. Ae SE a ee И 


National Structures, Ine. uie DOS ГЕШ СЛ САЗ 
Nationwide Homes, Inc. NN AEN GENE, S nr 


New England Homes, Ine. ا‎ E 
North American Bldg. Technology, ne. | | || | 4 | 4 


Otis International, Ine. E ae ОБЕ: 
M Se Ра Se ee Se ee donum и 


Perry Building Systems inc. ML. е | д! RFT 
Eu uc | 7 


Redman | 
Redman Industries, Inc., Modular Div. Industries, Inc. be АВИ ME. SRL EA 
Roblin Homes, Inc. BD UE EN s suu. 


азаа te Es SEDIS CN SHE yy ES 
EMET “EEEN раз: [ow jJ. un |. | 


Pase. ын ыыы | ||| | 4 | | 
Scotty's Home 
Eu Scotty's Homes, Inc. Builders Supply, Inc. UON ЖЫ wt | oen 


ине, Нотова Coen ut mar ра ОА AE: 
WU 
Shelter Modular Corp. Resources Corp. 


St Regis Paper Co ЕНШЕ НЫ 1 202 
Staret Modular Construction алеко аа "| | | Е 


Stirling Homex Corp a АР Ж ЖК TET 
mM Ышы... айылды STE 


78 H&H MancH 1972 


Tex. Precision Structures, Inc. 


| ж | ж. ЬЕ йй [Сш ш ee ЕСТЕН a 


rae ا ا ا و‎ eee OO UNTEN 


о do e е وا‎ е Мао а 609 ов - | MT 


Pr eS CSAR ا‎ 7. 


ETE ا‎ Т ا‎ Дао ло UN UE 


BEEN Р ee ا‎ |> | & | ж |... ташый ы | шш. | Ша 
| 


ВАНИЕ РС EA л> >м mE 
EINE ЕГЕТ УШЫН ЭЧИ ЭБЕ ЖОЙ eS реге 
eae TEEN БИ С |. {а E 
ace ee N SL e и i алет, 
Eee See С ДИ ПАТЕ eee OPTS 


car HRT ШШШ ee eA eS eee TTT 


s | ico i ERES‏ جا | эй ат‏ ا 


H&H Marcu 1972 79 


400 


650 


500 


152 


410 


280 


5,500 


State | Company Parent company | Publicly Types of housing produced 
held 
company? OSS А CM NE 
Mobile Single-fam.| Multifam. | Non- 
modular | modular | residential 
modular 
Yes No 
и | и Га 
и ра 
Wix Corp. A 
S.W. Forest Homes Ја ат ie v Hn ке e 
А ARE SA EST 
соо  — ТЕРКЕН ЕРЕ | a a НИКИ 
и и и 
и и 
Mich. | Travelo Homes Corp. "d v 
Tenn. | Tuftco Homes, Inc. + | 
Гай Гай .w 
UNEX Building Systems Bie v v 
| Unitized Systems Co., ос d v и и и 
“ и ^ " d 
Valley Forge Corp. v 
Vindale Corp. 1970 data | 4 | 
и и“ 
Westland Modular Home Со. и ие p^ 
| Westville Homes Corp. Amoskeag e | ES 
Mich. | The Wickes Corp. Ее Ы Ж v v 
Pris | Zimmer Homes Corp | ee Ык. сс г 


Companies with plants of 25,000 to 50,000 sq. ft. 


Mo. American Eagle Homes, Inc. 


Amotek Inc. 


Tamko Asphalt 
Products, Inc. 


American Modular Home Corp. Poloron Products, Inc. шерде ааа 
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Architectural Specialities, Inc. 


Atlas-Portable Building Со. X EL. 


Avco Modular Homes 


Avco Systems Div. 


^ 


Better Living, Inc. 


Bradley Homes Div. 


Building Systems, Inc. 


Building Systems, Inc. 


Tex. Cary-Way Portable Bldgs. 


O'Neill Enterprise, Inc. 


кт к ы 


Мо. | Century Industries, Inc. 


Chateau Homes, Inc. 


Ky. Coleman Homes 
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Types of housing produced | 
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modular 
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State | Company Parent company ы Types of housing produced 
e 
company? === 


Mobile Single-fam.| Multifam. 


modular | подшаг 
a 
Yes No 
Pa. Mobile Modular Ind., Inc. | NT. v 
Iowa | Modcomp Homes, Inc. Spahn & Rose Lbr. Co. “ 
| Del. | Modular Systems Dynamics, Ine. | Mp свода ИДЕ 


Ohio Modular Systems, Inc. 


Ears 
Non- 
residential 
modular 


` \ 


Mullins Homes, Inc. 


чичо MORE: co. шй ж dire) ear | 
Cal. Pacific Home Industries 
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Panama Modular, Inc. 


Person & Person Homes LIE EARS 


ir 


Conn. 


Polyarch Housing Systems 


Rudkin-Wiley Corp. 


Post Coach, Inc. 


Princess Park Estates 


The Quadrant Corp. Weyerhauser Co. 


Idaho 
Lem | |_| 


Reasor Corp. 


Regal Mfg. Co. 


\ 
Е E 


Squire Homes, Inc. Wolverine Industries 


\ 


E 
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Thrift Homes Corp. 


Transamerica Corp. 
Nat'l. Mobile 
Development Co. 


Transamerica Homes Co. 


a 
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United Module, Inc. 
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U.S. Affiliates, Inc. 


U.S. Factory Built, Inc. 


U.S. Modules, Inc. 


Universa 
Shelter Corp. 
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| U.S. Systems Corp. 


Ind. | Village Square by Delta Homes Corp. Sheller Globe Corp. 


Welbilt Homes, Inc. 


RolloHome Corp. 


Wisconsin Homes, Inc. 


Гг 
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Companies with plants of 10,000 to 25,000 sq. ft. 
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1971 modular production Field % in Factory data Est. 1972 
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Single-fam.| Multifam. | Total % of % of No. of Location Total plant 
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The modular producers air their problems ... and 


Clockwise from left, above: Charles 
Biederman, Ira Gordon, Jack Dahl, 
Thomas Stokes, Joseph Grasso, June 
Vollman, Gerald Mason, Harold Finger, 
Roger Holloway, Maxwell Huntoon. 


The airing took place in Ft. Lauderdale late in January. 
House & Home brought together top executives of seven 
leading modular companies, then asked нор assistant sec- 
retary Harold B. Finger to sit in. The result was: 1) a free 
and sometimes strong discussion, 2) assurance by Finger 
that in each of the problem areas, steps were being—or 
would be—taken towards solutions, and 3) general agree- 
ment that meetings like this can go a long way towards 
clearing up mutual misunderstandings. 

The seeds for the meeting were sown at a similar ses- 
sion of modular executives held last year |нан, Oct., 71. 
At that get-together there was a unanimous feeling that 
modulars, by their nature, have special needs and special 
problems, and further, that nup, which has a special 
stake in modular housing through Operation Breakthrough, 
apparently didn't know enough about these needs and prob- 
lems. 

The obvious conclusion: Ask Operation Breakthrough's 
boss to sit in at the next meeting and tell him in person. 

Highlights of the two-day Florida meeting are presented 

к= on the next three pages. They offer the hope that нор, 
Representing House к HOME: «trough Operation Breakthrough, might play a much 


Maxwell Huntoon, managing editor; E я 
June Vollman, associate editor. broader role in the future of modular housing. 
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HUD gets the message 


FINANCING 


SS ت و و‎ 
Back at their first meeting 


the panel said: What we really 
need is a new kind of interim 
financing to cover the gap be- 
tween the time modules leave 
the plant and the time they're 
put on the site. When the 
boxes leave the factory, more 
than 80% of the work has 
been completed; so we've got a 
bundle of money tied up. But 
red tape, weather conditions 
and a lot of other snags can 
delay their erection—some- 
times for days, weeks or even 


months. Then we've got to 
borrow against our line of 
credit. And that hurts. The 


stick builder has received a big 
chunk of his construction fi- 
nancing by the time he's 80% 
completed. Why can't there be 
a special construction-type loan 
for the modular builder? 


< Harold B. Finger, assistant secretary, HUD. 


At their second meeting the 
panel told Finger: The situa- 
tion is basically unfair. Gordon 
pointed out that a modular 
manufacturer has to pray every- 
thing will go smoothly; if the 
weather goes bad or a truck 
breaks down, a company's hung 
up. The conventional build- 
er also can get in trouble, but 
he can usually get his releases 
and get paid for the work done 
up to the time of the problem. 

Biederman warned that if 
something isn't done, a modular 
company could go under. And 
it was noted that Creative 
Buildings of Urbana, Ill., a par- 
ticipant in last year's H&H mod- 
ular meeting, is about to enter 
bankruptcy proceedings thanks 
to bureaucratic delays that 
lasted a little longer than the 
company's cash structure could 
stand. 

Grasso spelled out a major 
problem: it's usually impos- 
sible to take his units out the 
door and ship them right to the 
site. The reason is that the 
erection sequence is almost al- 
ways different from the manu- 
facturing sequence. Thus, his 
company usually has to build 
and inventory a whole project 
before shipping it. This, of 
course, ties up a lot of money. 

So the panel put it on the 

line: what about funds for mod- 
ules after they're built but be- 
fore they're in place? 
And Finger answered: We 
proposed this over a year ago 
but couldn't get it into the 
last housing bill. I don't think 
the committee understood how 
important it is. For one thing 
there wasn't time to debate it. 
We resubmitted the proposal 
last year, and we're awaiting 
action. It calls for payment 
when the module is completed 
—as long as there is a commit- 
ment for delivery. In other 
words a progress payment on 
completed units that haven't 
been sent to the site. This 
means there will have to be a 
change in the definition of a 
mortgage—it won't be tied so 
closely to real land. 

Of course there will have to 
be safeguards to make sure the 
units really get to their intended 
site. For example a bonded ware- 
house to guarantee that units 
consigned will go where they're 


supposed to. And the fact that 
a unit is completed will have 
to be certified. 

The panel agreed it wouldn't 
be difficult to set up such safe- 
guards. Grasso's firm already 
puts serial numbers on all 
units so there can't be any 
question about which ones go 
to which site. And Biederman 
has field warehouses at the site. 

Mason opts for a bonded ware- 
house—preferably in the fac- 
tory yard since the units can 
best be protected there against 
weather and vandalism, and 
necessary repairs can be made 
easily when it comes time for 
shipping. 

These are the only methods 
that would work, Holloway be- 
lieves. Other systems would 
only add to costs, mean extra 
work: for example if units had 
to be shipped to a warehouse, 
removed from trucks, reloaded 
on trucks for shipping to the 
site. 


TRANSPORTATION 


Back at their first meeting 
the panel said: What we really 
need is liberalization and uni- 
formity among state transporta- 
tion laws so that at least some 
over-the-road shipping costs can 
be cut. It's an expense that stick 
builders don't face, and it can 
be the determining factor in 
whether or not a modular 
project is economically feasi- 
ble. 
At their second meeting the 
panel told Finger: States have 
too many differing laws about 
which roads trailers can use— 
and when—as well as rules 
about types of loads. For ex- 
ample Biederman cited a Mich- 
igan rule that prohibits divisible 
loads on trailers; one 60' module 
is legal, but two 30' modules 
are not. What, the panel wanted 
to know, can HUD do? 
And Finger answered: We're 
prepared to take action in any 
state where there's a real over- 
the-road problem. "We'll do 
something about it. But we 
need specific data from you 
for each problem. As for uni- 
formity, right now we're push- 
ing for universality for 12- 
TO NEXT PAGE 
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MODULAR MEETING CONTINUED 


» 


Joseph Grasso is executive vice 
president of Modular Housing 
Systems, Northumberland, Pa. 
The company has two plants: 
one of 90,000 sq. ft. at Northum- 
berland and one of 40,000 sq. 
ft. at Ringtown, Pa. which was 
opened late last year. The com- 
pany produced about 1,200 
units last year, expects to pro- 
duce 1,600 in 1972. Grasso, 
formerly the president of Presi- 
dential Homes, founded mus 
in 1969 with Curtis Tomlin- 
son, currently president of MHs. 
The company went public late 
in 1969. 

Кез ле „арыу ү. | 


wide loads—working on it with 
state highway officials. We 
know modular manufacturers 
would like to have universality 
for 14'-wide loads too, but if 
we push for that right now, we 
may get everything knocked 
down. 

The panel agreed that uni- 
form laws for 12'-wide loads 
would be a big help. And 
when Holloway asked if Finger 
thought it would be possible 
to get all 50 states to approve 
12'-wide, 60'-long loads, Finger 
said he thought so. But the 
panel also is hoping for some 
action оп 14'-уійеѕ. As Dahl 
pointed out, his company can 
go along with 12'-wides if it 
has to. But 14'-wides are pref- 
erable because of the larger 
rooms they make possible. 
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Thomas M. Stokes is executive 
vice president, general manager 
and a director of Unex Building 
Systems Inc. of Louisville. The 
company's 75,000-sq.-ft. plant 
manufactures multifamily res- 
idential and commercial units. 
In 1971, its first year of op- 
eration, the plant turned out 
70 units; the projection for 
this year is 700. Unex's first 
modulars were used in a Louis- 
ville restoration area apart- 
ment project. The company 
was founded in 1969 by its 
president, Katherine Graham 
Peden, and a group of prominent 
Louisville businessmen. 


CODES 


Шав ест ST mi 
Back at their first meeting 
the panel said: What we 
really need are statewide codes 
—something like California’s, 
where modulars that meet state 
requirements must be accepted 
by any community within the 
state. Right now we’re saddled 
with an uncountable number 
of conflicting local require- 
ments. They’re tougher on us 
than on stick builders because 
they force us to redesign and 
make a lot of changes in produc- 
tion almost every time we move 
from one community to another 
—even when they’re just a few 
miles apart. That really hits us 
in the pocketbook. With state- 
wide codes and reciprocity be- 


Jack Dahl is president and a di- 
rector of Fleetwood Enterprises 
of Riverside, Calif. which he 
joined nine years ago as comp- 
troller. Fleetwood entered the 
modular industry about two 
years ago through the acquisi- 
tion of DeLuxe Homes. The 
company’s two modular plants 
—one of 75,000 sq. ft. in Quincy, 
Mich. and another of about 
100,000 sq. ft. in Berwick, Pa. 
—produced 450 single-family 
units and about 120 multi- 
family luxury units last year. 
Substantially more are pro- 
jected for 1972, especially since 
the company has opened a 
100,000 sq. ft. plant in Ashland, 
Ohio. 
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tween states, we'd have a whole 
new ballgame. 

At their second meeting the 
panel told Finger: Admittedly, 
the code problem is also a big 
headache for the stick builder. 
But it hurts the modular com- 
pany much more—particular- 
ly those companies that build 
multifamily units. Fire regula- 
tions are a particular problem, 
said Grasso. And state-wide 
codes, which included fire re- 
quirements, would help enor- 
mously. 

But even state-wide codes 
won't solve the problem, the 
panel asserted, unless the code 
really has teeth. In the words of 


Gerald Mason is vice-president 
and general manager of the Beh- 
ring Home Division, Behring 
Corp. of Fort Lauderdale. He 
joined the company in 1970 as 
financial vice president after 
having spent 21 years with Gen- 
eral Electric. As HOUSE & HOME 
went to press, Behring Corp. 
[in which Cerro Corp. recently 
bought a majority interest] an- 
nounced it was getting out of 
the modular housing business. 
Fate of Behring’s 350,000 sq. 
ft. plant was up in the air; sale 
or leasing arrangements were 
being discussed with several 
other firms. 


Holloway: if you'd pick one of 
the major codes and use it every- 
where there'd be no problem 
—as long as you had a way to 
transmit it right down to the 
on-site inspector. He's the guy 
who too often walks on the job 
and says: “I don't care what the 
law says, we don't do it like 
that here." 

And Finger answered: We 
have a way to make sure codes 
aren't used to block housing. 
For example to get HUD money 
for urban renewal, an area needs 
a workable program approval. 
We won't give it if, say, plumb- 
ers insist on cast iron. And 
we'll use this means any time 
anything really unreasonable 


Па Gordon is president and 
chairman of the board of Swift 
Industries Inc. of Pittsburgh 
which he founded 22 years 
ago. Swift is a publicly-owned 
company with two plants in 
Pennsylvania: a 60,000-sq.-ft. 
operation at Belle Vernon which 
manufactures single-family 
modulars and a 200,000-sq.-ft. 
plant at Monaca which pro- 
duces office, apartment and 
commercial units. Swift also 
deals in pre-cut, pre-fab, sec- 
tional and mobile homes. The 
company produced 450 mod- 
ulars in 1971, is projecting 
1,600 for 1972. Gordon is cur- 
rently serving as president of 
the National Association of 
Building Manufacturers. 
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comes up |News, Feb.]. 

We're continuing to work on 

the code problem. There's a 
model statute under considera- 
tion, being worked on by the 
National Congress of State 
Building Officials—just the leg- 
islative form, not the details. 
It calls for reciprocity between 
states. 
The panel acknowledged that 
the code problem won't go 
away over night. But they're 
hoping that with help from 
interested government agencies 
like нор, there's a chance for 
a breakthrough in the foresee- 
able future. 


Roger Holloway is president of 
Environmental Systems Indus- 
tries, a subsidiary of Environ- 
mental Systems International 
of Los Angeles. His company 
first set up a 10,000-sq.-ft. pilot 
plant in Los Angeles in 1969 
[H&H, Aug. 70), later designed 
and put into operation Levitt's 
present 77,000-sq.-ft. plant in 
Fountain Valley, Calif. Esr is 
now a consultant to both 
Unex and Fleetwood Enter- 
prises as well as several other 
companies. Holloway started 
working in modulars in 1968 
after a career as a California 
home builder. 


RED TAPE 


Back at their first meeting 
the panel said: What we 
really need is more cooperation 
from local government offices, 
and a lot less red tape when we 
try to get project approval and 
cost certification. Almost every 
office you deal with has different 
ideas about what’s worth what. 
Even within the same office, 
whenever you make a minor 
change, the whole red tape 
process starts all over again. 
Actually, we're being treated 
like the stick builder who comes 
in with different plans each 
time. 

At their second meeting the 
panel told Finger: We can't 
understand why there's so much 


Charles Biederman is president 
of Levitt Building Systems Inc., 
a subsidiary of ITT Levitt & 
Sons Inc. The firm's 136,000- 
sq.-ft. facility in Battle Creek, 
Mich. produced 1,000 modulars 
in 1971 and expects to do 
double that in 1972. Bieder- 
man, a registered architect, 
joined the Levitt operations in 
1959 and served the company 
in Puerto Rico and France 
before taking on his present 
assignment. 
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delay in getting approvals and 
why there's also so much varia- 
tion from office to office. Our 
product is usually the same from 
project to project. Why, asked 
Biederman, can't we have a 
system similar to the one used 
in France? Their equivalent of 
Our FHA office must say yes or 
no within 30 days. Otherwise 
the application is automatical- 
ly approved. If you get a no, 
there's a formal grievance proce- 
dure, and you have 72 hours 
to appeal. The system works 
great. 

The question of allowable 
costs also got a going over. 
Stokes said his company, con- 
cerned with quality, put two 
layers of drywall on walls and 
ceilings, only to have the FHA 
office say, "Who needs it?" 
and give no credit. 

Biedermancited transportation 


costs as another problem. Some 
offices, he said, allow it, others 
don't. And Grasso complained 
that the last time he made a 
number of changes, his com- 
pany was docked for decreased 
specs, but not credited for in- 
creases. 

The panel agreed that this 

kind of red tape leads to costly 
delays for the modular pro- 
ducer whose plant must be kept 
going. So, in essence they 
wanted to know what's being 
done to eliminate this prob- 
lem. 
And Finger answered: The 
problem of red tape is chiefly 
the problem of work load. But 
government processing offices 
should be able to work on the 
basis of a standardized factory 
product like modular housing. 
To that degree Finger indicated 
that information on different 
companies' modulars should be 
included in the data bank used 
by FHA offices to establish 
comparable costs. Local offices 
should gather the figures, then 
pass them on to other rHA 
offices. 

Such a procedure, he be- 

lieves, would help solve two 
problems: first, there could be 
speedier approval for any small 
changes a modular manufac- 
turer might make from a basic 
design that already had been 
approved; second, it would elim- 
inate variations in values from 
one office to another. 
The panel, in general, ap- 
proved of the data bank idea: 
Anything that would minimize 
delays in approval, processing, 
etc. could only work to the 
modular producer's advantage 
since all offices would be using 
the same criteria for the same 
units. 

The panel also made it clear 
that such items as transporta- 
поп and plant-burden rate 
should be included in a revised 
2013 form—since these items 
are peculiar to the modular in- 
dustry. And they also asked for 
something else: a formal griev- 
ance procedure to get them off 
the hook with local offices. Like 
the stick builder, the modular 
producer is worried about going 
over the heads of local offices. 
He's afraid he'll get a frosty 
reception when he comes in 
with a new project. B 
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Help Wanted: 


Project Manager 


College grad, preferably MBA, to take 
total responsibility for major single-family 
subdivision. Will be paid well because 
he's hard to find, train and keep. 


As any homebuilder knows, the project 
manager is a very important man. He must 
be an executive, administrator, salesman, 
often a politician, and he has to have at least 
a working knowledge of land developing 
and construction. As the head of a primary 
profit center, he bears a heavy load of 
responsibility. And as the moving force 
behind what is essentially a marketing 
operation, he has to have a touch of the 
entrepreneur in his makeup. 

Consequently he is also a very rare 
bird—as expanding developers have found 
to their sorrow. He is hard to find, and once 
found, hard to keep from the clutches of 
other predatory developers. 

One company that found a sound way to 
deal with this problem is National Homes 
Corp., Lafayette, Ind. National is known 
chiefly as a prefab manufacturer, but it is 
also in the development business through a 
subsidiary—National Homes Construction 
Corp.—which is currently building in 34 
subdivisions in Indiana, Ohio, Illinois, 
Georgia, Texas and Washington, D.C. 

Obviously, such a far-flung operation is 
absolutely dependent on its project man- 
agers. So David Price, president of National 
Homes Construction Corp., has set up a 
precise program for identifying, attract- 
ing, training and keeping project managers. 
Price's program is based on his own three- 
year experience as an independent builder- 
developer of National's houses in Kokomo, 
Ind. According to Price, it works very well 
indeed, which makes it vitally interesting 
to other developers with expansion in mind. 


Who makes the best candidate? 


Price sketches this profile of the man he 
wants as a project-manager trainee. 

He's hungry and would be in business for 
himself if he had the money. To some de- 
gree he's the entrepreneurial type, and be- 
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cause of that he may leave National after a 
few years and enter the housing field on his 
own. But Price is happy to take that risk 
because "that's the kind of man we need." 

He's well educated, usually holding an 
M.B.A. in marketing. "We need men who 
think management, marketing and con- 
trols," says Price. "Housing today is more 
a matter of cash flow than hammers and 
nails." 

He's young—around 27 or 28 years old. 
A man that age, says Price, is willing to take 
the chance that he may flunk out during 
the year-long training period. He's also 
willing to risk the up-and-down nature of 
the housing industry and finally, a man of 
that age has some maturity. 

He's married, and probably has one or 
two children. The reason: a man with re- 
sponsibilities will tend to stick out a job 
rather than grab a greener-grass offer. 

He's experienced, usually having worked 
for a major company for three or four years. 
“Ву the time we get him,” says Price, “Бе 
have had all the textbook philosophy jolted 
out of him." But Price is not interested in 
finding men with housing experience. 
“We don't want people to tell us why 
something we've suggested can't be done." 

He's frustrated, and desperately wants 
a chance to make his own decisions. 
"We've learned that this kind of man has 
previously been shunted away fron his com- 
pany's firing line, and he's just raring to 
go,” says Price. 

He's strong, because he'll need the 
stamina and the will to work 60 to 70 hours 
a week. Price believes that the inexperi- 
enced man who's willing to work seven 
days a week will outrun an experienced 
builder-developer who doesn't work as hard. 

He's personable because he's in a “рео- 
ple" job and has to be able to deal with 
prospective buyers, homeowners, construc- 
tion superintendents and the community 


at large. And as a corollary, he has to act and 
dress according to the standard of the com- 
munity where he lives and works. 

"We're not looking for any mod types in 
beards,” says Price. 


How do you reach him? 


"We advertise in a national business news- 
paper about four times a year," says ex- 
ecutive vice president John Conley, one 
of whose responsibilities is recruiting and 
training. 

The ad's headline tells in bold capitals 
precisely what Conley wants: M.B.A.s 
(Masters of Business Administration). The 
text states that the company needs profit- 
oriented men with exceptional drive and 
intelligence who want the chance to be- 
come a general manager within a year. 

National is not named, but is described 
only as a large home-building company with 
construction divisions in a half-dozen 
cities. 

Candidates respond to a box number, 
submitting their resumes and salary re- 
quirements. Conley screens the resumes in 
terms of Price's requirements and the can- 
didate's willingness to work for $12,000 
to $13,500 in the first year. 

This first screening eliminates about 
150 of the approximately 200 resumes Con- 
ley gets each time he runs the ad. 

Conley then goes over the remaining 
resumes looking for men with market- 
oriented backgrounds and, ideally, with 
some actual selling experience. 

When a resume sounds encouraging, Con- 
ley sets up a job interview immediately. If 
the candidate passes his first interview, 
another one is held—this time at a model 
house in one of the subdivisions so the 
candidate can get a good picture of his po- 
tential working environment. 

During these early interviews Conley 


constantly measures the man against the 
company's profile. Is the drive there? 
What's motivating him? Can he handle 
himself with others? What impression does 
he make on people? 

Conley stresses the drive factor because 
the candidate who gets the job will indeed 
be working long and hard with little or 
no time to himself. 

"Nobody takes two weeks off back-to- 
back for vacation," he explains. "They take 
a day now and a day then—long week- 
ends occasionally. 

“I can get a good idea of the man's 
drive by watching his reaction to a ques- 
tion like this: ‘What would you say if I called 
you up on a Sunday around 7 a.m. and asked 
you to come in and work all day on a 
crash program—when you and your wife had 
planned to go to the beach?’” 

Another yardstick is whether or not the 
candidate worked through college. If he did, 
it's a sure sign that the man has the needed 
initiative, Conley says. Some 75% of the 
men he's hired have worked for at least 
three-quarters of their college expenses and 
a few paid all of their college costs by 
working during summers and at nights 
during the school year. 

Conley's favorite question: what do you 
expect to be doing ten years from now? "The 
answer I like to get is: ‘Something where I’m 
controlling the situation, responsible for the 
results.’”” Conley is turned off by a candi- 
date who answers that he has no future 
plans. "I'd much rather he'd tell me he's 
going after my job than to say, in effect, 1 
don't know what I want to do.'" 

Since the wife is the first person to 
feel the effects of a hard-working husband's 
schedule, Conley usually sees her too during 
one of the interviews. 

"| need to know what kind of gal is be- 
hind that guy," he says. 

A handful of the more obvious person- 
ality traits in the wife that will wash out 
the husband: 

The complainer: She resents her hus- 
band's total involvement in the job, moans 
and groans because she never knows when 
he's coming home for supper. 

The dictator: She's overly aggressive, 
will push her husband into the background 
and practically run his subdivision from her 
kitchen: 

The brain: She is especially interested in 
the fine details of her husband's job be- 
cause—unwittingly—she intends to evalu- 
ate his performance, coach him and out- 
guess his project manager at every turn. 

Ideally, the wife should come across 
as a woman who supports her husband and 
shares his goals. Typically, she praises him 
openly in a quiet, self-assured manner and 
says we more often than I. 

Interestingly, Conley does not use psy- 
chological testing to help select trainees: 
"There's nothing wrong with the tests, I 
just don't trust the interpretations." 

Surprisingly, Conley has to interview 
only three or four men to find a man he's 
prepared to hire. In a year's time he hires 
roughly eight trainees. 
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Jerry Pitstick, 31, holds an 
M.B.A. from the University of 
Cincinnati. After four years of 
college he became an auto 
salesman, later joined Gen- 
eral Motors Corp. so he could 
work days and get his graduate 
degree at nights. Once he had 
his M.B.A. he left G.M. be- 
cause he was fed up with "the 
corporate mess—dead-end jobs 
for young, up-tight executives." 

Now  Pitstick supervises 
Tamarack Hills, a 500-house 


subdivision in a Dayton sub- 
urb. He's held this job for six 
months. He fits in easily be- 
cause he trained at the same 
project for 16 months. 

Pitstick works about 70 hours 
a week to make Tamarack 
work well. “But,” he says, “if 
I'm a good manager, I ought to 
be able to get that down to 50 
a week. 

"| was far more beat work- 
ing 50 hours a week at General 
Motors than I ever have been 
here at National" says Pit- 
stick. "It's not how many hours 
you're home, but the quality 
of those hours. When I'm home 
today I’m not an ogre. I’m in 
good mental and physical 
shape. By contrast i'd say 
95% of the young men in: 
large companies are ex- 
tremely dissatisfied. They 
know they're in а trap, and 
they don't know how to get 
out. And that has to affect their 
home life." 
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Charles Holle, 31, alternated 
between two jobs for about 
five years after he graduated 
from Purdue. He was a pharma- 
cist for an Indianapolis drug- 
store chain, and he played 
triple-A baseball. 

When he realized he wasn't 
going to make it to the major 
leagues, he got out of the ball- 
park and headed back to the 
drugstore. But the money 
wasn't there. So he decided to 
look elsewhere. Today he's a 
project manager at Belaire, a 
1,500-house subdivision in a 
south Chicago suburb. 

Holle considers himself pri- 
maril an administrator and 
salesman. He says he was 
"scared to death about con- 
struction" when he joined Na- 
tional because he knew noth- 
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ing about it. But he learned 
enough to get through his 
trainee days by watching and 
asking questions of the subs, 
and gradually discovered that 
he didn't need extensive con- 
struction knowledge. "Basically 
all I need to know is whether 
the subs are giving me a good 
price.” 

Holle’s job would be harder 
were he working for a conven- 
tional company rather than a 
prefabber, he says, because 
there are many more constric- 
tions and scheduling variables 
in stick building. 

At his subdivision Holle is 
currently facing an unusual 
problem: how to get his sales- 
men to sell more non-subsi- 
dized houses. “The salesmen 
are in a rut," he says. “It’s just 
too easy to sell FHA 235 housing. 
Last year 95% of my sales were 
in subsidized units." 

To solve the problem Holle 
now pays a higher commission 
on non-subsidy sales. He also 
has been giving his sales people 
pep talks, warning that the 
local authorities will close 
down the project if some 450 of 


.the 480 houses in the subdivi- 


sion turn out to be subsidized. 


How do you train him? 


"We toss him into on-the-job training the 
day he starts to work," says Conley. His 
first job: selling houses from 1 p.m. to 8 
p.m. 

Selling is the first job he gets because 
while the trainee will eventually be re- 
sponsible for just about all facets of his sub- 
division's operation, marketing is the most 
important. "Any trainee who can't sell 
houses will wash out eventually," says 
Conley. "So we might as well know right 
away." 

The trainee's program varies somewhat 
depending on whether he's working in a 
large subdivision (150 units or more] or a 
small one (50 units or less]. 

In a large project the trainee will stay in 
sales for about six months; during this time 
he also learns the ins and outs of processing 
FHA and va loans. He then advances to as- 
sistant project manager, where he learns 
how to handle such matters as factory 
orders (National's prefab houses are built 
in all the subdivisions), construction sched- 
ules, mortgage closings and in general 
how to deal with mortgage companies. 

In the smaller subdivisions where there 
are no assistant project managers, training is 
much less formal but it nevertheless fol- 
lows the same pattern as in the larger 
projects. 

АП trainees must be sticklers for de- 
tail. For example an error in a factory 
order—a document that runs on for four 
pages—can be costly because National 
schedules and ships its prefabs on the 
strength of those orders. 

In fact, says Conley, it's a lack of atten- 
tion to detail, more than anything else, 
that washes out a trainee. 

Once a trainee has started his course, 
Conley keeps close tabs on him. 

“I call on him a few days after he’s started 
on the job. I want to discover how fast he's 
catching on and to get his reactions to his 
work. And I also talk with his project man- 
ager to get the manager's early impressions." 

Conley returns some six or seven times 
throughout the trainee's year. During those 
visits he especially looks for the trainee's 
reactions to the people he works with— 
his project manager, the construction super- 
intendent, Price and Conley himself. 

Conley also looks ағ details—the 
trainee's desk, for example. Because he's 
meeting people, Conley says, the desk must 
be attractively neat and orderly. 

The trainee should not have to take a 
pile of brochures off a chair so that some- 
one can sit down in his office. 

There is also a formalized evaluation 
procedure. Every two months both the 
project manager and the regional man- 
ager must fill out and submit to Conley a 
trainee-progress report. It asks such things 
as these: how has the trainee responded 
to specific assignments? How well does he 
take direction? Can he see why he has to do 
it National's way? What's his attitude? 
Has his attitude changed since he joined 


National? What is his sales ability? 

Further, each trainee is called into the 
home office twice during his training 
period. There he is interviewed privately 
for half an hour by each of five or six Na- 
tional executives, including Price. Each 
executive asks his own questions; there is 
no delegating of specific topics. At day's 
end, the executives meet and review their 
impressions. 

If a trainee appears to be failing in 
one job area—and selling is usually the area 
—his actions in all other job-related areas 
will immediately be closely watched. The 
question: is he a total washout, or is he just 
having a rough time over one particular 
part of the job? 

Finally, all trainees are brought to head- 
quarters twice a year—spring and fall—for 
two-day seminars. One is on selling, the 
other on construction. 

Once a trainee graduates to a project 
manager's job, he leaves Conley's supervi- 
sion. He becomes answerable to a regional 
manager whose job is to supervise a half 
dozen or so project managers. 


How do you keep him happy? 


"We pay him $14,000 to $21,000 a year in 
salary, plus 10% of his subdivision's profits 
before taxes," says Price. "That way 
we're treating him as though the subdivi- 
sion—which has its own set of books— 
were his own business." 

The profit-sharing plan is somewhat un- 
usual in that the project manager doesn't 
have to wait five or ten years to get his 
hands on the money. His share of the profits 
is paid to him in three annual installments, 
starting immediately. 

For example if his subdivision's profits 
before taxes totaled $300,000 in 1971, he'd 
be paid $10,000 just as soon as the figures 
were in—early 1972. He'd get another 
$10,000 at the end of 1972 and the final 
$10,000 at the end of 1973. 

Such a profit plan has a snowballing ef- 
fect. After three years the project manager 
will be getting three installments a year. 

If a project manager quits after a few 
years, what happens to those yearly in- 
stallments he's yet to receive? 

According to the formula, the project 
manager is permitted to take 10% of what's 
still owed him for each year he's worked 
for National. So, after 10 years he can walk 
away with all of his outstanding profit- 
sharing money. 

The profit-sharing plan is structured as 
it is for two reasons. First, paying the 
profits in three installments tends to level 
out the project manager's annual income 
so he doesn't have to live through high and 
low income extremes. And second, paying 
the profits in installments helps keep the 
project manager with the company. Few 
men want to walk away from $20,000 or 
more. Also, it makes it harder for com- 
petitors to pirate good men. A future 
employer might have to make up that un- 
collectable profit if he wanted to lure the 
project manager a way. а 
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Jim Atkinson, 31, is a Bradley 
University graduate who, as 
a district sales representative 
for Texaco, helped solve service 
station owners’ problems in 
his district. 

His trouble-shooting back- 
ground landed him a job help- 
ing National's  builder-cus- 
tomers solve their problems. 
Still later, he joined Price’s sub- 
sidiary as a project-manager 
trainee. 

Today he's project manager 
of Seasons Four, a brand-new, 
367-house subdivision in Ro- 
selle, ПІ, a suburb northwest 
of Chicago. 

"I have a tremendous amount 
of competition," he says. "I'm 
surrounded by projects of com- 
panies such as Boise-Cascade 
and Kaufman & Broad. So I 
have to show the people who 
visit us that we can offer a 
better home and that we will do 
a better follow-up job on сот- 
plaints.” 

Because of the tough com- 
petition, Atkinson has hired 
unusually hard-sell salesmen. 
But he says he’s watching them 
closely, and if the hard sell 
doesn't work, he'll replace it 
with something softer. 
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PROJECT ЖООСУ 
Ркотест: Brookside Village 
PORTFOLIO LocaTION: Redondo Beach, Calif. 
DEVELOPER: Landmark Communities Inc. (formerly Kimberly Pacific Corp.) 


ARCHITECT: Kamnitzer/Marks & Partners 


LANDSCAPE ARCHITECT: Emmet Wemple & Associates 
SITE AREA: 11.8 acres 

NUMBER OF UNITS: 385 apartments 

RENTALS: $150 to $350 


PHOTO: JORDAN LAGMAN 
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Brookside Village is an excellent example of 


environmental planning within tight physical limits. 

For a predominantly two-story project the density is high— 
more than 32 units per acre. So open space was saved 

by under-building parking, then enhanced by landscaping— 
plantings, artificial brooks and winding walks—that 
produces vistas like the one above. The project's market 

is mixed—mostly families with children but also 


empty nesters and young couples. TO NEXT PAGE 
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PROJECT PORTFOLIO CONTINUED 


Brookside's plan divides the tri- 
angular site into two areas, which 
are separated by one of the project's 
green strips and one of two recrea- 
tion areas. The original idea was 
to reserve the section north of the 
buffer for adults only and the sec- 
tion south of it for families with 
children. The family market turned 
out to be so strong, however, that 
some families had to be moved into 
the adult area. For the most part 
this is a two-story project, but 
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there are six 3-story buildings 
[see p. 101) at the north end of the 
site, where they capitalize on the 
view [the north-to-south slope is 
roughly 50"). Except for two rows 
of carports behind the three-story 
buildings, tenant parking is at least 
partly underground—under the car- 
ports and beneath the two-story 
buildings (see p. 100) and the two 
tennis courts shown at lower left 
in the plan. Parking courts accom- 
modate guests. 
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Total landscaping is an integral 
part of the Brookside Village plan— 
not only to make the most of 
available open space but also to 
create changing vistas throughout 
the project. Landscaping ingredi- 
ents, well illustrated in the photo 
below, include shrubs, rock gar- 
dens, pedestrian bridges, artificial 
pools and even a small waterfall 
At night ground-hugging lamps set 
off the plantings and provide just 
enough illumination for pathways 

TO NEXT PAGE 
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Brookside's two-story buildings 
[plans and sections, right] were 
designed primarily for tenants with 


children. So the bulk of the apart- , THREE BEDROOM: |. THREE BEDROOM | Two BEDROOM] 
W/LOFT | UNIT UNET 


TWO-STORY UNITS 


ments—232 out of 256—have two 
or more bedrooms. Most popular 
—and also most expensive at $330 
to $350 a month—is a three-bed- 
room unit with a loft (photo above) 
that can be used as a study or fourth 
bedroom. The typical two-story 
building has four apartments per 
floor, eight basement parking spaces 
and a pair of exterior stairways 
which are roofed but open in front 
and at the sides. Each basement 
garage is semi-depressed—open to 
grade in front and below grade in 
back. That arrangement was helped 
by the sloping nature of the site, 
but also required some cutting and 


filling. 
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Unlike the two-story buildings 


THREE-STORY UNITS on the facing page, Brookside's 
Í three-story structures (plans and 
TWO BEDROOM UNIT y A КН кант В 1 section at left and interior above] 


were planned for tenants without 
children—either empty nesters or 
young couples. Hence, 96 of their 
129 apartments have only one bed- 
room. Furthermore, apartments are 
entered from central corridors rather 
than from outdoors, and there is no 
basement parking. Instead, tenants 
use carports or an underground 
garage beneath the carports. But the 
most popular feature of the two- 
story buildings—a loft with a strip 
of clerestory windows—is equally 
popular in the three-story struc- 
tures. In this case it goes with a 
one-bedroom unit that rents for 
$220. 


THREE BEDROOM UNIT | 


SECTION B-B 


TO NEXT PAGE 
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PROJECT PORTFOLIO CONTINUED 


Prospective tenants enter Brook- 
side Village through the tile-roofed 
building at left—a fully equipped 
recreation center where space has 
been set aside for a rental office. 
The glass-walled rear of the center 
overlooks one of the project's two 
swimming pools [below]. The other 
pool adjoins a pair of tennis courts 
[see site plan, p. 98]. a 


z 
< 
> 
< 
7. 
< 
= 
۶ 


102 H&H marcu 1972 


A rich man's siding... 


Ata price any man can afford. 


You thought you couldn't afford 
a redwood siding but you can. 


Boise Cascade's special Bee 
Grade Redwood Siding makes 
it possible. 


It'S our own special grade. It 
features great splashes of 
redwood sap and heart. Sound, 
tight knots. And the natural wood 
look people call exciting. 


Boise Cascade 


E Grade am 
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Boise Cascade 
Wood Products Division 


Bee Redwood has all the stability, 
insulating properties and stain- 
ability that has made redwood 
famous. It comes in beveled lap 
and T&G for a wide variety of 
applications. Lengths: 3'/20'. 


We know one builder who applied 
it. Two nights later, its owner lit 
his sidewalls up with lights. 


That's how proud he was to own it. 


That's how proud you'll be to use it. 


That's how easy it will be for you 
to sell it. 


Ask your dealer about Boise 
Cascade Bee Grade Redwood 
Siding. Or send this coupon 
today for a detailed four-color 
brochure. 
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Boise Cascade 

Wood Products Division, 

P. O. Box 4463, 

Portland, Oregon 97208 

ШЕШ ШЕШ ШЕШ БЕН БЕН БЕН БЕН БЫН БЕН БЕН 


Мате 


Сотрапу 


Address 


City — State і Zip A 
Гата: 0 Builder, [ ] Architect, Г) Wholesaler, Г] Retaile 
Number of units planned this year: | NI. 

Type of units: [] Single Family, ГІ Multi-Family 


RSB HH-MAR 
ШЕШ ШЕШ ШЕН ШЕШ БЕН БЕН БЕН БЕН БЕН ШЕН 
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AUTOMATIC GARAGE DOOR OPENER SYSTEM 


> ALLIANCE 


Opens the door...turns on the light...closes the door... locks up tight! 


The extra touch that closes home sales 


faster. 
Pre-sold through national advertising 
and local promotion. | ae. Ғы ee Oe O 1 
Backed by a nation-wide network of reliable | The ALLIANCE Manufacturing Co., Inc. | 
dealer service outlets. | Alliance, Ohio 44601 Dept. HH-3 | 
Performance-proved by satisfied users Send booklet about Genie | 
everywhere. | апа names of nearest dealers. | 
| | 
Call your local dealer or mail coupon today. | Name | 
You'll find out how the merchandising program for | Address | 
Genie Automatic Garage Door Opener Systems | City | 
by Alliance can help you sell more homes. | State Zip | 
L am کے کے سے‎ «кке «ке سے کے‎ «кше «ке» «ке е-е еке «кие س کک‎ көке «ке oe E 
The Manufacturing Co., Inc., Alliance, Ohio 44601 
A NORTH AMERICAN PHILIPS COMPANY 
e Maker of the famous Antenna Rotator ... Alliance Tenna-Rotor? . . . "TV's Better Color-Getter!" 


©1971 The Alliance Mig 
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THE NEW WALL SYSTEM 


Start with any substrate...plywood, metal, gypsum, 
concrete, cement block...then, instead of all the costly 
preparation and finishing steps, apply one spray of 
Kenitex Textured Coating. You'll have a uniformly col- 
ored stucco-like surface without plastering or painting. 
You'll save up to one-third the cost of conventional fin- 
ishing systems...and days of time. Kenitex combines 


mica, asbestos, perlite and titanium dioxide to provide 
the most durable wall finish with insulating qualities. 
It's been proven in all climates, on all kinds of walls for 
over 20 years. Leading builders and architects have 
experienced the benefits—on job site or prefab'd hous- 
ing. For case histories call us at (213) 321-2381. Or 
write Kenitex, 1234 Francisco St., Torrance, Calif. 90502. 


AVAILABLE FROM PLANTS IN NEW YORK, TAMPA, LOS ANGELES AND THROUGHOUT THE WORLD 
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PRODUCTS 


Concrete floor system has reusable forms 


Key elements of the system are: 1) 
bar joists with a specially designed 
top chord that becomes an integral 
part of the concrete slabs and 2) 
what are termed roll bars—cross- 
pieces that fit between the joists to 
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support reusable forms (see dia- 
gram, lower right). The roll bars 
are snapped into place (upper left) 
and %” plywood forms are inserted 
from above (upper right) After 
mesh is set, 2%” of concrete is 


Acoustical tiles, designed to con- 
ceal perforations, offer a smooth 
wall-to-wall look. Squares fit close- 
ly so that seams are barely visible. 
Tiles available in new patterns, 
“Highcliffe” (shown) and “Ваг- 
bary". Armstrong, Lancaster, Pa. 
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Cool/heat countertop range uses 
electromagnetic induction to pro- 
duce cooking heat. Smooth ceramic 
top conceals induction coils that 
generate oscillating magnetic fields 
which, coupled with pots or pans of 
magnetic material, heat the cooking 
vessel. The heat from the pan cooks 
the food leaving the range top cool 
and easy to clean. Westinghouse, 
Pittsburgh, Pa. 
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7 
BOTTOM CHORO 7 


poured and vibrated into position. 
Two days later, roll bars and ply- 
wood are removed from the under- 
side leaving clean-surfaced solid 
concrete slabs (lower left] and forms 
ready to use again. The joists are 


~ REUSABLE 


NS ROLL ВАК 


FORM 


set 4'l'A" on center to accommodate 
4' wide plywood sheets. The system 
is suitable for residential or com- 
mercial construction. Hambro 
Structural Systems, Ottawa, Ont. 
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There will be a lot more where 
this Peachtree Door came from... 


If you re worried about 
where your next order of 
closet doors is going to come 
from, you can relax. 
Peachtree Door is building 
another closet door facility 
that will be in full 
production early this spring. 
We expect to quadruple our 
bi-fold closet door output. 


Royal 
ambassador 


To go with our new plant, 
we ve added a new door to 
our full line of bi-fold closet 
doors. The Royal 
Ambassador. The louvers 
are tastefully framed in our 
exclusive one-piece molded 
trim. No unsightly spot weld 
marks or open miters. The 
Winter White trim 
complements or accents our 
six standard colors of 
baked-on enamel. 
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We could talk about our new 
panel heights and their more 
realistic range of adjustment. 
How easy it is to install a 
Peachtree Door. How 
economical they are. But, 

we ve got a 12-page brochure 
that covers all that. Why 
don t you write for it or give 
us a call. Then get your order 
in as our second plant 
swings into production. 


зваснтаее ed DOOR 
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~The electri 
~ is for build 
— afaster 


Paul P. Merritt built it into 
one *test" house and then built 
an amazing sales story with a 
597-home development. 


The story began when Paul P. 
Merritt went total electric in one 
home as an experiment. With every- 
thing electric, including the flameless 
electric heat, it sold almost instantly. 
Based on this success, he offered two 
total-electric models at Merrifields, 
his 597-home development in Ports- 
mouth, Va. 

Result? Orders for total-electric 
models rose rapidly from 35% in the 
first section to 100% in the last 
section. When the development was 


“Awarded to homes exemplifying 
electrical excellence” 
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completed, more than 500 of the 597 
homes had the electric climate. 

Building with the electric climate 
builds profits. That’s because total- 
electric features like clean, steady, 
even heat, and modern electric conve- 
niences, build buyer appeal into 
every model. In addition, installation 
time and labor costs are lower. 

Find out more about the flameless 
electric climate and how it can help 
you. Call your electric utility com- 
pany today. 


Live better electrically 


Electric Energy Association, 90 Park Avenue, New York, N.Y. 10016 


Genuine Rosewood 
prefinished paneling 
at down-to-earth prices 


New Potlatch MASTERPIECE Prefinished Paneling offers the natural 
warmth and universal appeal of real wood, iovingly prefinished, in two 
grades to suit almost any need, at highly competitive prices. АП are fully 
mismatched, shadow-line V-grooved, with carefree, maintenance-free 
prefinish. Size 4 x 8 x 3/15" or !/4". Other sizes on inquiry. Write or 


phone your paneling needs today. We've got the answers. 


Exotic genuine Rosewood, Teak, Walnut, 
Cherry, Hickory and Cedar in natural finish rustic mismatch V-grooved faces. 


Also available, Mt. Vernon 


Series genuine hardwood ply- international 


wood with premium grade 
Ash, Oak, Birch and Elm faces WOOD PRODUCTS GROUP 


in eight great colortones. АП Р.О. BOX 1368 • LONG BEACH, CALIF. 90801 • (213) 639-7880 
hardwood construction. P.O. BOX 125 « CHALMETTE, LA. 70043 « (504) 279-0444 
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Imported 


PRODUCTS/FURNITURE 


Plastic side chair, of molded fiber- 
glass, stacks, gangs and is offered 
in a wide range of finishes includ- 
ing black, tan, grey, brown and dull 
or glossy white. Integral colors are 
solution mixed insuring fade re- 


sistance and evenness of tone. Con- 
temporary-styled chair stands 28.4" 
tall and 21.7" wide with a 17.7"- 
deep seat. Atelier International, 
New York City. 
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Modular seating and tables for out- 
door use are of "Rubicast," a rigid 
urethane by Uniroyal. Each chair 
is a freestanding lounge that can 
be linked to others in a wide va- 
riety of arrangements. Tables, arms 


and connectors slip into V-grooves 
on chair sides. The chair, six table 
styles and a footstool are offered in 
ten low-luster finishes. Vaungarde, 
Owosso, Mich. 
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Group seating system, "Cubo", is 
based on a modular concept of 
geometric forms. Squares and quad- 
rants combine to create an end- 
less variety of seating clusters. 
Floating back and arm sections that 
lock into place with steel con- 
nectors add design flexibility and 
eliminate troublesome dust traps 
between seats and backs. System is 
constructed of reinforced urethane 
foam with a puffy filling of dacron 
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Easy-to-assemble furniture consists 
of glass tops and 1" square, pre-cut, 
chrome-plated steel tubes that can 
be easily joined with the tap of a 
mallet. Instruction book gives the 
exact number of coded tubes and 
wedge-lock fittings needed for dif- 
ferent pieces. Integral Cubics, Long 
Island City, N.Y. 
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Outdoor furniture of tubular steel 
with a baked-on finish is eco- 
nomical as well as functional. The 
line of dining and lounge pieces 
including folding chairs for easy 
storage, is in green or brown with 
white vinyl straps. Table shown is 
48" in diameter. General House- 
wares, Cincinnati. 
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—maintenance free, inherently fire- 
retardant and self-extinguishing ma- 
terials. Covers, offered in a choice 
of colors and materials, can be easily 
changed at will. Coordinated tables 
in a full range of sizes are available 
in polyurethane enamel with 
rounded edges and plastic laminate 
with square ones and with satin 
brass, bronze or chrome finish. 
Harvey Probber, Fall River, Mass. 
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Сс NEW Interior Latex 


z Stains—formulated for 
ый 2 2 color uniformity. 


STAI There are 30 colors in this 


we) REZ line and they've been 
іш; especially developed for 


| 


WOOD 
æ 


ONS 


NEW Solid Color Latex 
Stains—great for exterior 
or interior. REZ offers 36 
new solid color latex 
stains, too. While they're 
ideal for highlighting 


— uniform color “Чаке” on ceiling beams, wall 
various species of wood. So, if you want a panels, doors, etc., they are particularly 
color-matched finish on oak paneling and suited for the rough sawn or textured 
pine bookcases, for example, there's no exterior siding that is so popular today. 
problem. 
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Whatever the mood you plan to create— 
whether it be contemporary, rustic or 
even antique—R EZ has the fashion-rigl 
colors to match. And, these colors are 
available in a brand new selection of 
finishes that go on easy and dry fast 
(30 minutes). Soap and water clean-up 
For literature on REZ Latex Stains write 
The REZ Company, One Gateway Cente 
Pittsburgh, Pa. 15222; or P.O. Box 363 
Torrance, California 90505. 


Natural Wood Finishes 
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Readybuilt introduces Ше 
10-minute fireplace facing system. 


Cast Quarry Stone or Brick. 
Optional wall panels and all-wood 
mantels are available. 


Ten minutes, That's all it takes 
to face. a metal pre-fab fireplace 
with the Readybuilt System. 

One man. He can do the job 
alone with only a screw-driver, no 
special training, and no assistants. 

Naturally, the savings in 
materials and labor over conven- 
tional methods is worth looking 
into, 

The Readybuilt Facing System 
includes a facing and hearth in 


Our stock model in Antique 
Brick fits the Thulman Majestic 
L36A metal fire Бох... many other 
sizes and styles available on 
special order. 

Call or write The Readybuilt 
Products Company and find out 
how you can put in a complete 
fireplace and not take out the profits. 


ГЛ Readybuilt 


P.O. Box 4306 
Baltimore, Maryland 21223 
Phone: (301) 233-5833 
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Decatur 


Income 
Fund 


Investing primarily for highest possible Current Income 
without imprudently risking capital. 


For Prospectus: Contact 


------------------------------------------------- EI 
Delaware Management Company, Inc. 
| 7 Penn Center, Philadelphia, Pa. 19103 • Phone 215/10 4-2556 | 
| Gentlemen: Please mail me a Decatur Income Fund Prospectus with- | 
| out obligation | 
| | 
| пате | 
| address | 
| | 
| | 
- 


city/state/zip H&H 3-72 
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PRODUCTS/BATHS 


Fiberglass vanity top has molded 
end return splash to eliminate the 
usual dirt-catching crevice. Avail- 
able with left- or right-hand corners 
on 31" and 37" tops and both corners 


Marbleized china fixtures have their 
beige-on-bone coloration swirled 
right into the clay before firing so 
the design goes all the way through, 
will never wash away. “Маг !е/ 
China" fixtures include the lava- 
tory and toilet shown, plus a 20"x17" 
oval lavatory. American Standard, 
New Brunswick, N.J. 
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on a 60" long double bowl model. 
Avocado, gold, beige, blue, natural, 
white. Wyoming Sand and Stone, 
Falls, Pa. 
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Side-lighted cabinet has a gold- 
brushed white frame around a 
14"x22" plate glass mirror. Door 
swings open to reveal cabinet— 
with two adjustable glass shelves— 
that fits a rough opening 14"x18?4"x 
3%” “Jeffersonian” comes with or 
without two globe lights. NuTone, 
Cincinnati, Ohio. 

CIRCLE 216 ON READER SERVICE CARD 


Sunburst-topped faucets have snap- 
in reflective acrylic buttons to de- 
note hot or cold. “Aquatique” line 
includes lavatory, bath, kitchen and 
bar fittings plus shower and tub 
valves. All are made for durability 
with brass working parts, valve 
chambers and passageways. Har- 
craft Brass, Torrance, Calif. 
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Low-cost gold faucets are plated by a 
new process that makes them re- 
sist abrasion longer than conven- 
tionally plated gold fixtures avail- 
able at higher prices. Fixtures for 
lavatory or bath include faucets, 
tub and shower combinations, 
showerheads, tub fillers and pop-up 
drains. Crane, New York City. 
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Whos helping you 
put an end to the dull roof ? 


Philip Carey. 


You don't have to put a dull, un- 
imaginative roof on your imagina- 
tively-designed houses and apart- 
ment buildings. 


Philip Carey 250 Rustic shingles 
give you a roof that's distinctively 
different. 


Rustic shingles let your imagina- 
tion soar to new heights without 
pricing yourself out of the picture. 
The random pattern design of 
Rustic shingles gives your roof the 
rugged, natural look of wood shin- 
gles at a reasonable cost. And, 
they're available in three harmo- 
nious colors that blend well with 


any architectural styling and sur- 
rounding landscape. Our Rustic 
Тап, Rustic Brown and Rustic 
Gray simulate the appearance of 
natural wood at various stages of 
weathering. 


Naturally, they're wind and fire 
resistant, UL approved and backed 
by a wind warranty. 


Bring your imagination to your 
building materials supplier and 
try it on our 250 Rustic shingles. 
Or return the coupon for our cata- 
log. Philip Carey Company, Divi- 
sion of Panacon Corporation, Cin- 
cinnati, Ohio 45215. 


CIRCLE 113 ON READER SERVICE CARD 


Please send me more information on your 
250 Rustic shingles. 


Name 

Company 

Address 

City 

State Zip 
Dept. HH-372 


PHILIP 
CAREY. 


Philip Carey Company 

A Division of Panacon 
Corporation 

Cincinnati, Ohio 45215 


PRODUCTS/DOORS, WINDOWS 


Maintenance-free window has 
vinyl-clad frame and sash protected 
by a new white polyurethane ex- 
terior paint by Sherwin Williams 
that is expected to last twice as 


Aluminum window features venti- 
lation without drafts through a 
sill-height hopper and an upper 
awning vent. A concealed mecha- 
nism opens and closes both simul- 
taneously. "Hoppermatic" is опе 
of nine new windows including 
solid vents, double-hungs, etc. 
Amarlite/Anaconda, Atlanta, Ga. 
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Sliding screen door closer can be 
installed inside or outside a home, 
apartment, townhouse or sales of- 
fice. "Sure Close" automatically 
slides screen door shut after a for- 
getful child or careless adult. Rust- 
free aluminum blends with door 
frames. S-T-K Tool, Park Ridge, Ill. 
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long as standard paints. Double- 
hung units tilt in, have insulated 
glass and rustproof screens. Malta, 
Gahanna (Columbus), Ohio. 

CIRCLE 206 ON READER SERVICE CARD 


Pocket door set needs no special 
tools for insulation because it isn’t 
necessary to cut metal rails, bore 
holes in door top or remove trim. 
Premarked wood header nailing 
strip cuts to desired width. One 
frame fits all sizes from 2’ to 3' 
wide, 34" to 134" thick, and up to 
6'8" high. National, Sterling, Ill. 
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Tappan 


gives you the 
competitive 
ейде 


Tappan offers you innovative 
products that capture a 
prospect's imagination. 
Products like the electronic 
oven. The wall vac. The 
trash compactor. 


Tappan offers choice. From 
one source, you can get 

just about anything you need 
for a great kitchen. Just 

look at our latest national 
consumer ad (at right) and 
you'll see what we mean. 


Plus, national advertising. 
Tappan promotes to 
consumers with a strong 
campaign that builds enthu- 
siastic acceptance of Tappan 
products in the homes 

you build. 


Give your prospects a 
choice— between Tappan 
and any other brand. And 
take advantage of the 
Tappan competitive edge. 


Forthe name of your 
nearest Tappan Distributor, 
dial toll-free 800-243-6000 
(in Conn. 800-882-6500) 
or write Tappan. 


TAPPAN 


250 Wayne Street, Mansfield, Ohio 44902 


Chances are you didn't have too much to say about the appliances 


you're using now. They came with the house or apartment... they 
were the only brand offered by the store that had your account... 
they were all the budget could afford . . . or your choice was limited 


by any number of other reasons. 

Life styles change. Now you have an opportunity to buy the 
appliances you've always wanted. Now you have a choice. 

Look at many different brands. Get all the facts. Ask questions. 
If the store you're in handles only one brand, go to a retailer who 
offers you a choice of brands. If the salesman you're talking to wants 
to talk about only one brand, go to another salesman. 

The irnportant thing is that this time the decision is completely 
up to you. We hope your choice is Tappan. But even more impor- 
tantly, we want you to have the opportunity to make a choice. 


For the name of your nearest Tappan dealer, dial 
(in Conn. 800-882-6500) or write Tappan, 250 Wayne St., Mansfield, O. 44902 


#724 
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If it’s something for the kitchen, your Tappan dealer probably sells 


it. Tappan offers 1. gas ranges, electric ranges 2. electronic ranges 
3. dishwashers 4. compactors 5. refrigerators 6. disposers 7. home 
climate control products 8. central vacuuming systems and 9. cab- 


inets. Check them for appearance, features, performance, and price. 


And remember that when you buy any new Tappan product, you 
receive a one year warranty from Tappan that guarantees free re- 
placement of defective parts including the cost of labor by Tappan’s 
National Certified Service Organization. 

SEND FOR YOUR COPY OF “THE KITCHEN BOOK.” Virtually everything you'll 


want to know about kitchen remodeling, 64 pages. Only $2.00. Send check or 
money order to Tappan, Dept. B 263, 250 Wayne Street, Mansfield, Ohio 44902. 


Address 


City a State Zip 


- 
| 
| 
| 
| 
| Name . 
| 
| 
| 
| 
| 
| 
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PRODUCTS/OFFICE EQUIPMENT 


Design stations provide flexible 
storage space above and below a 
private work area. Horizontal and 
vertical dividers on both levels ad- 
just to accommodate personal 
needs. Legs can be adjusted at 1" in- 


Master filing system for retrieving 
and protecting vellum, film and 
linen originals permits intermixing 
of drawing sizes within the indexing 
system without disturbing plan 
groupings. With a capacity of up to 
40 flat drawers, the system includes 
self-adhesive drawer hangers, out 
guides and index guides to com- 
bine advantages of vertical storage 
with retrieval speed. Standing 
height makes for fatigue free use. 
Plan-Hold, Carson, Calif. 
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crements from 28" to 36" to match 
height of drafting tables. Height can 
be increased another 6" by using 
optional legs. Kwik-File, Minneap- 
olis, Minn. 
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Portable drafting board with two- 
position angle has a magnetic 
clamping rail for easy insertion of 
paper. Rail is moveable from top to 
bottom. Scale and ruler are gradu- 
ated in both millimeters and inches 
for easy conversion. The plexiglas 
ruler with non-blotting edge is ad- 
justable to two positions offset by 
15°. The 10’x13” board sells for 
$13.85 or $16.85 with carrying 
case. Hunter Associates, Orange, 
NJ. 

CIRCLE 240 ON READER SERVICE CARD 


One-piece drawing instrument, 
combines all the separate pieces 
needed to draw isometric, three- 
dimensional pictorial and ortho- 
graphic views eliminating shifting 
and rotating motions. The tool at- 
taches easily to most standard draft- 
ing tables. David Miller, Beverly 
Hills, Calif. 
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Portable microfilm reader operates 
on 120-V current or can be plugged 
into an automobile cigarette lighter. 
Daylight readability makes for easy 
on-sight information retrieval. Of- 
fered with a variety of magnifica- 


Mini-electronic calculator weighs 
only 9 oz. and fits easily into a shirt 
pocket. The battery-operated unit 
can perform all trigonometric and 
logarithmetic functions, square 
roots, arithmetic functions and 
several other mathematical opera- 
tions. Each is done with a single 
stroke of one of the unit’s 35 keys. 
Answers appear automatically on 
the calculator’s red-light-emitting- 
diode display. Hewlett-Packard, 
Palo Alto, Calif. 
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Construction material calculator 
gives exact amount of every ma- 
terial needed for a job from sheets 
of wall board to gallons of paint. At 
the same time the handy slide chart 
tells the cost of each material. Also 
offered is a real estate rule and mort- 
gage calculator. Handy Manuals, 
Dewitt, N.Y. 

CIRCLE 245 ON READER SERVICE CARD 


tions, the 5 Ib. unit is approximately 
11" sq. by 6" deep and is constructed 
of high impact, molded plastic. 
Retail price is $159. 3M, St. Paul, 
Minn. 
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Flat scale rule, with all scales run- 
ning in a left to right direction, 
slips easily into a pocket. The 6"- 
long architectural scale, with all 
printing on one side, has a separate 
slot for each different scale from 
1/6" to 3", eliminating the need to 
turn the tool. The transparent plas- 
tic rule reduces mistake potential 
and eliminates hidden areas. De- 
pending on volume, rules are priced 
from 25e to $1 each. Plasti-Scale, 
Kewanee, Ill. 
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The long and 
the short of 
Palco-Loc Redwood 


LONG IN LENGTH—up to 20 feet—where it 
counts the most; for fascia, soffits, rake, frieze 
boards, corner boards, trim. 


SHORT ON СО5Т5--Ше long lengths reduce 
application costs and trim waste. 


Here's a knot-free clear grade of Certified Kiln 
Dried Redwood. It stays flat and straight, 
holds finishes longer. Can be ordered in ver- 
tical grain to eliminate grain raise. 


Palco-Loc fascia patterns are single or double- 
plowed to receive either 1/4" or 3/8" soffits. 
Palco-Loc is also made in S4S finish, in tongue 
and groove, and most standard patterns. 
Available paint-primed and paper-wrapped. 


Palco-Loc is finger-jointed with exterior 
waterproof adhesive and complies with FHA 
requirements for exterior and interior uses 
(non-structural). 


PALCO 


Architectural Quality Redwood 

ТНЕ PACIFIC LUMBER COMPANY 
1111 Columbus Avenue, San Francisco 94133 

2540 Huntington Drive, San Marino, California 91108 


BUILDING MODULARS? We'll make Palco- 
Loc to fit your specifications. 
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ана нечии елате 


Warp proof 
Shrink proof 
Crack proof 

Sag proof 

Swell proof 
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The Full Proof Doors 


Sta-Tru' doors are so full proof, in fact, Ask your Sta-Tru man about these full proof 
that you'll never go back to the gripes and doors today. Let him show how Stanley 
headaches of conventional wood doors helps you sell homes. Stanley-Berry, Divi- 
again. Or, any other metal-clad door, as sion of The Stanley Works, 2400 E. Lincoln 
far as that's concerned, if you compare > Road, Birmingham, Michigan 48012. 

it feature by feature, dollar for dollar, with 
our Sta-Tru door. 


And, this is one beautiful door to live with. STAN LEY 
Not only in looks, but in installation, too. 

Check Sta-Tru's lower in-place costs. You'll ® 
enjoy every dollar-saving minute. helps you do things right 


6) 
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General Electric puts things 
into its builder models that no one else 
puts into their builder models. 


The idea of a builder model central 
cooling unit is to build a quality unit for an 
economical price. The difference between 
our condensing units and others is the 
quality features that only General Electric 
puts into a builder model. 

То start with, theres the General 
Electric Climatuff™ compressor. 

Whats special about the Climatuff 
compressor is the special things we put 
into it. Things like super-strong motor 

: insulation that resists 
refrigerant contamination 


voltage surges. 


Е and a centrifugal oil pump 
| for complete lubrication of 
. all moving parts. 

% — [naddition each 230-volt 
compressor is tested at the 
actory to start with a power input of 
only 170 volts —about 75% of rated voltage. 

The Climatuff compressor is so good, 
more than 500,000 of them have been 
installed with a remarkable record of 
reliability. 

Top air discharge in cooling unit 
design is an idea that was pioneered by 
General Electric. And we still are unique 
because we bring air in from four sides at 
a low velocity which helps to prevent 
clogging of condenser surface with leaves 
and grass clippings. 

Only GE models have 
Spine Fin" condenser coils. 
The big advantage here is 
that this eliminates over 9076 
of brazed joints, where leaks 
can occur and cause failures. 

And then theres our National Service 
Contract. This plan offers customers an 


nd helps to withstand unusual 


| Те Climatuff compressor 
|. also has Swedish steel valves, 


established cost for service from the second 
through the fifth year of ownership 
including both parts and labor required as 
a result of normal usage. (See contract for 
normal maintenance requirements 

and exclusions.) 

'The contract, obtained at the time 
of installation, is between the purchaser 
and General Electric. For a 36,000 
BTU/H unit the cost is only $109, plus 
state and local taxes. The work is done 
by the General Electric 
franchised dealer or 
authorized servicer. 

For the full story on 
quality and dependability, 
phone your GE central air 
conditioning dealer. He's 
listed in the Yellow Pages under “Air 
Conditioning Equipment and Systems” 


GENERAL ® ELECTRIC 
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Why 70 million pounds of PVC 
went into DWV last year. 


If DWV is any part of your business, chances are you'll soon be There are several reasons for the growth of PVC in drain/waste/ 
working with PVC. In DWV systems, PVC is currently far vent systems. Corrosion resistance is one. PVC is not affected by 
surpassing its long-time the many household chemicals encountered daily in DWV. It is 
growth rate of 35%. Sev- also impervious to sewer gas. 

eral million such sys- 
tems are now in op- 
eration: [п codes, 
the trend is to- 
ward acceptance; 
some 1500 to 
2000 codes in all 

the states now 

say it's okay to 

use PVC for 

DWV. 


Superior flow charac- 
teristics are maintained 
almost indefinitely. PVC 
pipe surfaces start smooth, 
stay smooth, inside and out. 


Light weight means easy installation. Easy to carry, easy to 
handle. 


PVC pipe made of Geon® vinyl is backed by 21 
years of experience in providing high quality 
raw materials to PVC pipe and fitting manu- 
facturers. Geon vinyl is made by B.F.Goodrich 
Chemical Company, the people who started it 
all in PVC pipe. For facts, figures or answers 
to questions, contact us at Dept. H-26, 
6100 Oak Tree Blvd., Cleveland, Ohio 44131. 


B.EGoodrich 8 | 
ВЕ Горки ДИН 7 тее 
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Solvent welding also eases installation. Cutting is much easier, 
too. An ordinary hand saw or pipe cutter zips through PVC in a 
fraction of the time required to cut metal. 


Free. 

The inside story 
on using plastic 
extrusions for 
outside 
applications. 


pasti profs їй 


а. 


MP CRANE PLASTICS, ^ 


Its yours for the asking. A 31-page data kit 
crammed full of design ideas and helpful 
product information. 

You'll see that plastic profile extrusions have 
been successfully used in many applications. 
Like vinyl siding and accessories. Roofing edge 
strips. Fascia and soffet panels. Window and 
door components. Thresholds, reglets and con- 
crete water stops, to name just a few. 

They go in lots of places because they have a 
lot going for them. Like design flexibility, which 
can give you faster assembly and low installation 
costs. And properties like excellent weather- 
ability, attractive appearance, strength, long life 
and resistance to dents and scratches. 

So don't be left out in the cold when it comes 
to knowing all about plastic profile extrusions. 
Send for your free kit now. Write Crane Plastics, 
2141 Fairwood Ave., Columbus, Ohio 43216. 
Or call (614) 443-4891. 


CranePlastiv 
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Pollution 
control: 


A corporate 
responsibilty 


Pollution and pollution abatement 
have become important aspects of every 
business. They affect budgets, profit and 
loss, position in the community, corporate 
image, even the price of stock in some 
cases. 

Pollution is a now problem that is 
receiving now attention from astute busi- 
nessmen. Water treatment plants, fume 
scrubbers and filtration systems, land rec- 
lamation, plant beautification, litter pre- 
vention, employee education programs, 
are all types of things industry is doing to 
help.in the pollution fight. 

But regardless what a businessman 
is doing today he must be considering pol- 
lution control efforts for tomorrow. 

One thing he can dois write fora free 
booklet entitled “71 Things You Can Do 
To Stop Pollution.” It doesn’t have all the 
answers on pollution. But it might give a 
businessman a few ideas for both today 
and tomorrow. 


People start 
pollution. 


People can stop it. 


ERS, 


2%. К Қ ry V 
=: Keep America Beautiful су 


9. 
аит? rS 


Advertising contributed for the public good. 
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residential 
garage 
oors 
that 

harmonize 


A 


МИШЕ: РА 
Sunburst Lite 


Custom Co-ordinated Panels 


From the Crawford Design Team 


The idea! way to add buyer appea 
to any home . . . garage doors tha 
harmonize with your entrance door 
...the costs are low and any or a 
of these ideas are available no 
You can order one, today, or ge 
full details from your local Crawfort 
distributor or write. 


CRAWFORD 


Crawford Door Company, 4270 
High Street, Ecorse, Michiga 
48229. 


division of The Celotex Corp. 
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Today's buyers want more 
than a new home, 
they want a new world. 


Today’s Americans want a world that’s 
clean and pollution free. They’re creating a 
heavy demand for natural gas. Because gas is 
clean-burning energy. In fact, there is no 
cleaner burning fuel. That's why gas is such a 
great way to heat a house, and cool it, too. 

While in some areas there are restrictions 
in new homes, we want you to know the gas in- 
dustry is working very hard to meet the growing 
demand for clean gas energy. We're sinking 


% 
‚зу 


IR 


| Te. 


deeper wells than ever before. Drilling under 
the ocean bed. Piping in gas from Canada. Im- 
porting LNG (liquefied natural gas) from over- 
seas. Even researching to turn things like coal 
and ой into clean gas energy. 

It's a lot of work, and it's expensive. And 
it’s going to mean somewhat higher prices in 
the future. But all forms of energy will be going 
up. So gas will continue to be the most econom- 
ical for your customers. 


Gas, clean energy for today and tomorrow б 


AMERICAN GAS ASSOCIATION 
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Easy Way... 
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USE A MORGAN- WIGHTMAN CATALOG 


When you order your building materials from a M-W 
Catalog, you eliminate stacks of paper work, better utilize 
labor at a lower cost and make more accurate estimates 
because you know your delivered material cost in advance. 
If your order is $350* or more and the delivery is within the 
Continental U.S., we pay the freight charges. One order, one 
invoice, one source of supply ... it all adds up to savings in 
your bank . . . and we're as close as your phone or mail box. 

Join the thousands of builders throughout the nation 
who buy from M-W and find out how easy and profitable it 
is to buy by mail. The M-W Building Material Catalogs are 
jam-packed with a wide range of top quality products — 
all at Low wholesale prices. Send for your FREE set of 
catalogs TODAY. 


*A 5% surcharge must be added to orders on shipments to some 
states on the East coast and all states West of the Continental Divide. 


MORGAN BUILDING 


MATERIALS 


WIGHTMAN [WHOLESALE 


MAIN P. O. BOX #1 e ST. LOUIS, MO. 63166 


a m om E 


Please send me a set of Morgan-Wigbtman 
Building Material Catalogs. 
FREE TO BUILDING TRADE ONLY 


HH3 


Name 
Title 
Firm 
Address 
City 
State Zip 

TYPE OF BUSINESS — CHECK ONE 


m Building Materials Dealer Remodeler 
L] Builder or Contractor [ Architect 


[LJ Other 


BRANCHES IN: ST. LOUIS [CHICAGO / MILWAUKEE / DAVENPORT / PEORIA /FT. LAUDERDALE /INDIANAPOLIS 
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PRODUCTS/OFFICE EQUIPMENT 


Lettering typewriter makes ma- 
chine lettering available to de- 
signers and architects. The unit, 
positioned by drafting machine or 
parallel bar, moves freely over the 
drawing surface to provide lettering 
wherever necessary. Weighing 2 lbs, 
the machine has a board of 30 keys 
that provides 60 type symbols. Let- 
ters are in alphabetical order elimi- 
nating the need to memorize a key- 
board. Rubber type available in 
three sizes, provides block letters 
suitable for reproduction. The ma- 
chine retails for $197.50. Mechani- 
cal Enterprises, Alexandria, Va. 
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Battery-run dictating machine is 
effective in environments with high 
background noise levels such as 
cars, planes or street level of- 
fices. The 29 oz. unit has an optional 
switch that allows recording time 


to be increased from 10 to 20 min- 
utes, a review switch which allows 
for playback at 6- and 12-second in- 
tervals, and an erasable magnetic 
belt. IBM, Franklin Lakes, N.J. 
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G-P has the answer 
sound control in 


“Floor and ceiling systems 
cause me trouble...and 
cost me money." 


: 
y e 


Use G-P's floor/ceiling system. Just 
have a 72” plywood subfloor installed 
over 2" x10" wood joists, 16" on center, 
with insulation. A layer of asphalt felt 
is added. Then 5” G-P Particleboard 
is installed. And the pad and carpet 
can be laid down. For the ceiling of the 
lower unit, a resilient metal channel is 
nailed to the joist. And 5” G-P 
FIRESTOP® gypsumboard is applied. 
This system gives you an ЗТС of 50, 
an INR of + 18, and an ПС of +68. 
Also a 1 Hour Fire Rating. 


5" G-P FIRESTOP® 
GYPSUMBOARD 
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Vertical tub file and reference table 
for on site or in-plant storage of 
blueprints and drawings is avail- 
able with three size tubs and three 
size tables. The heavy duty steel 


` NS 


unit with baked enamel finish is 
mounted on casters for accessibility. 
The table folds flush for storage. 
Stacor, Newark, М.). 
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Electronic printing calculator mul- 
tiplies and divides, using constants, 
in milliseconds and adds and sub- 
tracts with comparable speed. An- 
swers, accurate to the decimal up 
to 12 digits are delivered on a two- 
color printed tape. Sells for $499. 
Commodore, Santa Clara, Calif. 
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PRODUCTS/OFFICE EQUIPMENT 


Electronic graphic calculator ac- 
curately measures the area of any 
shape to direct scale by tracing its 
perimeter. It can automatically 
multiply this result by a factor for 


Fluorescent lamp whiteprinter with 
automatic separation and vapor de- 
velopment does not require ventila- 
tion, operates from 120-V current. 
Suitable for the office, the 42" unit 
can be operated on a 5'x24" table or 
with its own stand for high produc- 
tion use. Diazit, Youngsville, N.C. 
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volume or cost calculations. 
Teamed with a computer or calcu- 
lator, it can solve complex prob- 
lems. Numonics, North Wales, Pa. 
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to economical fire and 


It's easy. Just have wall studs with 
2۷2” insulation installed. Then over 
both sides of the studs, have 
Georgia-Pacific's з” (U.L. labeled) 
Gypsum Sound-Deadening Board 
attached and then covered with 5/s" 
FIRESTOP® gypsumboard. That's it! 
Gives you an STC of 50 with a 


one-hour fire rating. 


" 


56" G-P 
RESTOP 


21 


FI 


Georgia-Pacific 


GYPSUM DIVISION, Portland, Ore. 97204 


BOARD 
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. 
// а" INCOMBUSTIBLE 
GYPSUM SOUND 
DEADENING 


5%” G-P FIRESTOP 


low-rise construction. 


"How сап | get sound 
control that works in 
interior walls?" 


Аы. 
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NEW 
two-way 


WHIRLPOOL ЗЕ BATH 


The Premiere Custom Line Roman Bath has twin 
adjustable recessed Whirlpool heads under built-in 
armrests, and a third centered at one end of the 
tub to massage back, neck and shoulders. Face 
the other direction for equally comfortable reverse 
whirlpool action. All plumbing contained inside 
3' x 6' module. Write for complete catalog and 
price list. 

JACUZZI RESEARCH, INC. 


1440 San Pablo Ave., Berkeley, Calif. 94702 
(415) 526-0334 
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Were Big 
in Copycats 


We sell more tabletop, diazo copiers than anybody else. 
And we do it with soft sell, not soft soap. Because our 
precision engineered whiteprinters practically sell them- 
selves. They're dependable quality — no question. They 
have to be — they're the only tabletops backed by a 1-year 
warranty. 

The whiteprinter shown here, our Model 747, has a 
47-inch throat, gives you printing speeds up to 15 feet per 
minute, offers a selective 3-speed vapor development sys- 
tem which eliminates liquids in the machine. It's one of the 
three reasons we're the biggest in copycats. The other two: 
Model 146, Model 1042. Our full color brochure tells about 
all three. Please send for it. Blu-Ray, Incorporated,84 West - 
brook Road, Essex, Connecti- 7 
cut 06426. Telephone (203) i HAY 
767-0141. — M 
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RETRACTABLE текст 


FINGER LAKES 


Modular Housing Transporters 


BY 


LAKESIDE MANUFACTURING CO. 
HONEOYE, NEW YORK 14471 
PHONE 716¢ 229-5177 


5th WHEEL FOR THE HEAVY MODULES 
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CONCORDE SHINGLES and all-new Barn Shakes 
are better than wood. More authentic- iid ng 
than other man-made materials. Keep their natural 
woodgrain texture and charm almost indefini eus 
to preserve their lasting beauty...give weathertight 
protection for 20 years. U.S.G. warrants it! Won't 
burn, rust or dent, either. Won't give an inch to ter- 
mites. And resist rotting, warping, blistering and 
peeling. Choose from 8 no-fade decorator colors 
in CONCORDE Shingles and 3 natural weathered 
wood colors in the new Barn Shakes line. Elegant 
on sidewalls and mansard roofs—on homes, 
apartments, townhouses and shopping centers. 
Can be applied conventionally or with new 
U.S.G. noncombustible metal stud Scena үө 
full details from you r U.S.G. man. Or 

101 S. Wacker Drive, Chicago, ii inois is 0006 
Dept. HH-32. 


| UNI TED STATES GYPSUM 
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BUILDING AMERICA | 


It's for wood. 
It costs less than paint, goes on easier, lasts longer. 
It won't ever crack, peel or blister 


» 


It's trouble-free for re-do over paint or stain. 
It comes in 30 solid colors and 

36 semi-transparents. 

That's the beauty of it. 
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Architects: 


Wilmien, Endicott, Greene; Bernhard & Assotiotes 
“м” 2 E 
- - 
5: 1 
ы” 
n 
— 
у 
a 
+. 
3 3 A 
arsa 7 
{ 4 
m 
” У 
^", A 
ч ۶ 79, I 
4 е x ) " 
m ” 
(v 4I 2 
“А, 4 
ж» 
ат» 
" Ҹу DD i 
^ м в # 
Р” Жл . A е 
Ба 2 “и 
A 2 
„ $ 
„ә 3 
42, * 4 , 2” 
4 Jj 
үг, ^ я 
f $ "m. A 4 4 
, KF ا‎ 
d ~ 4 - 
y " РА a 4. ? 4 
"| 7 Е VA ө. 
2 b d A 49 > - 
E" 4 ^e. г“. v - 
Жо ДЕ, 
du^ "VPN; 
* шақ fhe. „> ии 
nares Ln A. 
А - 7.37 Я > 
Nî , “> 
м “7 
6 Е | 
Е 1 2 
Ju А 
» i -ņa Е 
“ 7 т. -L 
“ ч. — 
-% ` 
> A 
е к 9. ^ 
a ww 4 
“АҒ. ^ Ux | 6 
5 a МА ~ y қ га 
- 47 е 4 e We w" 
M є "3 
^ А "№: 
зе“ 


